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Sycamore 


Last No. 526. Heel 16/8 Covered Boulevard. 

Elasticized Faille Quarter Front Braid Trim. 

No. 200 Black Satin Mat Kid. 

No. 202 Blue Kid. 

Sizes 4 to 10 Widths AAAAA to C 
IN STOCK 


Mon 


Last No. 526. Heel 16/8 Covered Cuban. 

No. 400 Black Suede, Braid Trim. 

Sizes 4% to 10 Widths AAAA to B 
IN STOCK 
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WHAT HAS 
LOGIC TO DO WITH 
WOMEN'S SHOES? 


Simple, logical reasoning that’s easy to 
understand appeals to women. That is why 
Cradle Heel Tred shoes have been accepted 
so enthusiastically. The Cradle Heel Tred 
feature tells its own amazingly simple foot 
health story. It is made to cup and cradle Lest No. 526. Heel 16/8 


the heel and to give the arch natural sup- oo Sr, Ae ee See 


port and maintain the natural fleshy cushion No 101 A Block Gobordine : 
of the heel...instead of forcing and flat- Sizes 4% 1010 Widths AAAA TSE 
tening the heel to fit the flat innersole 
used in ordinary shoes, that make every 
step a shock. This quality footwear will 
capture customer interest and hold it... 
with its simple scientific health feature, 


superb styling, and perfect craftsmanship. 


Send For Our Catalog Now! 


OF If 


Last No. 526. Heel 16/8 Covered 
No. 300 Bive Kid Stitched to Match. 
No. 301 Black Satin Mat Kid, 
Sizes 4 to 10 Ww 

IN STOCK 


CRADLE HEEL /,,-/ nes 


MANUFACTURED BY 


CRADLE REST SHOE CO. 


DIVISION OF RICE-O'NEILL SHOE COMPANY 
1900 WASHINGTON AVENUE ~ ST. LOUIS, MO. 
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to feet! 


Naturally, Felt is kind to feet. Soft and resilient, a Felt 
slipper fits snugly but not tightly. It assures comfort- 
able relaxation. After a tub or shower, bare feet feel 

right at home in absorbent Felt slippers . . . warm in 
Winter and cool in Summer, because Felt is a natural 
insulator. Alert merchants know that Felt slippers 
are selling in constantly increasing volame. This, 
too, is natural. Because “everyone agregs there’s 
nothing like Felt for a slipper!” Staple and sure- 
moving, Felt slippers are constantly priced right 
for volume sales. The ideal gift for every member 
of the family . . . Felt slippers are welcome at 
home, at school, when traveling, or serving in the 
Army or Navy. Buy the heaviest weight you can 

. .. for satisfaction. 


American Felt 
Com 


TRADE 


General Offices: GLENVILLE, CoNN. 


Plants at Franklin, Mass., City Mills, Mass., 
Glenville, Conn., Newburgh, N. Y., Detroit, Mich. 


Sales Offices at 
New York —Boston—Chicago—Philadelphia— 
Cleveland — Detroit —St. Louis —San Francisco 
PRODUCERS OF THE FINEST QUALITY SHOE FELTS FOR 
UPPERS, PLATFORMS, SOLES, INSOLES, HEEL PADS, TONGUE 


LININGS, BOX TOES, FILLERS, CUSHION INSOLES, LININGS, 
AND DOUBLER FELTS 
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CONVEX to pro- 
vide room for the 
Vita-Pedic Meta- 
tarsal “Cookie.” 








CONCAVEto 
provide a firm 
support under the 
Scaphoid. and to 
aid against in- 
ward pronation. 












AAAA to D 












CONVEXED in 
the last to provide 
a cupped pocket 
in the shoe to fit 
the natural con- 
tour of the heel. 












The “backbone” of any shoe is its 
shank. Comfort and proper treadin, 
is obtained by the ARCH RES 
shank being placed in proper position. 






Photographic illustration showing how the last is made convex at the heel to provide 
for the cupped heel seat, convex at the forepart of the arch to make room for the 
metatarsal pad, and concave just forward of (oscalcis) heel bone which provides for 
a slight raise on insole to lock the heel and foot in the proper position within the shoe. 


ARCH REST AND FOOT FRIEND SHOES TO RETAIL AT $6.95 and $7.95. 
DR. HISS SHOES TO RETAIL AT $8.95. 












New York: 746 Marbridge Bidg. 
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The STELLA 


No. 7142 — Black Suede, 
Patent Trim, 5-Eyelet Gypsy 
Tie, 176 Last, 15/8 Patent 
Cuban Heel, Flexible Welt. 


_ SOR ee 





THE IRVING DREW CORP., LANCASTER, OHIO—30 minutes from Columbus 





) EARS of research by Drew and other 
authentic sources have determined that 
most women’s feet can be classified under seven 
basic types. Once determined, DREW perfected 
seven basic lasts, which incorporate ALL the 
essential orthopedic and technical features so 
necessary to insure good fitting shoes. Shoes 
on these lasts are available to YOU in the 
strongest, longest line of styled tailored foot- 
wear we have ever presented. Free-fitting fore- 
parts, snug-fitting backparts, extra room for 
cuboid, cupped heel seats, pockets for weight 
bearing portions of foot, and a myriad of other 
distinctive and unique features. Investigate the 
astounding improvements and decidedly new 
innovations in DREW ARCH REST shoes. 
Write for full details. 































The REVERA 


No. 7244 — Black Suede 
Side Gore Pump, Patent 
Leather Trim, 323 Last, 
16/8 Patent Cuban Heel, 
Flexible Welt. 

AAAA to C, 

Saree $4.15 
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For Rent 


IN CHICAGO 


To Manufacturers: 


Sample rooms in The Republic Building, State at 
Adams, one-half block south of the Palmer House. 


To Jobbers and Wholesalers: 


Large spaces in the wholesale district and in the 
“Loop” District. 








To Retailers: 





Well-located store locations in several outlying 
shopping districts and a number of splendid “loop” 
locations. 


For complete information please consult 


LOUIS HALLER 
GORDON STRONG AND COMPANY 


209 S. State Street Harrison 8191 
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FROM COAST TO COAST Oe FEATURED IN FAMOUS STORES 
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Huteler Bros., Co. 
Baltimore, Md. 


F,& RK. Lazarus & Company 
a Columbrs, Ohio 
| Deyton Company Joseph Horee.Compsny Jon Shillivo Company 
ne polis, Mina. Pittsburgh, Pa. © Cincinnati, Ohio 
J. L. Hudson Company Wm. Taylor Son & Co, 
Detroit, Michigan Cleveland, Ohio 
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SHOE MACHINERY CORPORATION + BOSTON, MASSACHUSETTS 





The derivation of every Unishank 
insole begins with the last over 
which the shoe is to be made. 





The proper use of materials, forms and pres- 
sure is required to effectively shape this 
unmoulded unit so that it will fit the 
last accurately. 


An accurately-fitting Unishank insole is the U N | S H A N K 
foundation for subsequent good shoemaking. 


aay 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS a 
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Style APPROVED 


~ 
Profit APPROVED 


A Sales Record and a Line That 
Speak for Themselves 


For seven weeks Ball-Band salesmen 
have been vs merchants the new 
Summerette line for Spring and Sum- 
mer, 1942. Sales show an astonishingly 
large increase over a like period of any 
recent year—excellent proof that ex- 
perienced buyers believe 1942 will see a 
major growth in the demand for play | 
shoes. This sales increase also proves 
that the patterns, and the style appeal 
of the new Summerette line are, in the | 
judgment of keen buyers, exceptionally 
suited to win this business. At the right 
are shown a few of the features of the 
line. In fabrics, colors, trim, pattern, 
style, design; in fit—a number of styles 
are available in both A and C widths; in 
quality; in workmanship the complete 
line will give you a new conception © 
of the sales appeal of this class of 
merchandise. 


May we suggest that you hold your 
future commitments on play shoes until 
you see the 1942 Summerette line. We 
are sure you'll agree the line was worth 
waiting for. A Ball-Band salesman is 
planning to see you—if you want him to 
call soon, a line to us will bring him 
promptly. 


MISHAWAKA RUBBER & WOOLEN MFG. CO. 
280 WATER ST., MISHAWAKA, INDIANA 


BALL BAND - 
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12,000 pairs a day 


1. Ballard 


OE CORPORATION 
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No. 6 in a series of 
Darex advertisements de’ 
dedicated to introduc- 
ing the Men Who 
Build to the Men Who 
Sell. 
















+*darex insoles 
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J. H. BALLARD 
Superintendent, 
Fort Hill, Speedway, 
and Fairview Factories 
Craddock-Terry Shoe Corporation 





shoemaker ... 








It was good luck for J. H. 
Ballard—and good luck for 
the shoe industry —when, 
jobless in St. Louis as a 
young man, he became a 
timekeeper with Hamilton- 
Brown Shoe Company. He 
had intended to be a lawyer, 
but, instead, he found him- 
self learning shoe factory 
management, was promoted 
to Assistant Foreman, then 
Foreman, then Superin- 
tendent of the company. 

In 1912 he became Super- 
intendent of the Non-Royalty Shoe Company, then 
Superintendent of both plants of Burroughs, Jones, 
and Dyer Shoe Corporation. In 1914 this company 
was bought by Craddock-Terry Shoe Corporation, 
who promptly transferred him to Lynchburg, and, 
six weeks later, made him General Manager of all 
Craddock-Terry’s factories. 

The beginning of 1918 found him again in St. 
Louis, at McElroy, Sloan, a branch of Craddock- 
Terry, turning out volume shoes for women and 
children: first, light, flexible McKays, then stitch- 
downs, which he helped popularize by a patented 
device to reduce the edge and give an exceedingly 
lightweight appearance. Today, as superintendent 





of Craddock-Terry’s Fort Hill, Speedway, and Fair- 
view factories, Mr. Ballard supervises the making of 
12,000 pairs of shoes a day, under the efficient set- 
up of a central cutting room from which the shoes 
pass into three individual factories. 

Over forty-seven years of shoemaking (twenty- 
seven of these with his present employer), including 
experience in almost every known method; an abil- 
ity to adapt techniques to the demands of the current 
vogue; a kindly but firm insistence on exactness in 
detail; the successful superintendency of three busy 
factories; and the youthfulness of men half his age 
—all make J. H. Ballard one of the outstanding shoe 
men of our times. 
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Black Alpine Kip Bal Oxford, 
Straight Tip, Leather Sole, Rub- 


ber Heel 


AA-E—5/14 


H... is a sure way to boost your customer satisfaction, 
and your volume and profit at the same time. A year and 
a half ago Johnsonian saw the need to give American 
men more of a “break” for their shoe dollars. We knew 
that if we built a shoe with lots more style and value, and 
filled it with comfort and consumer satisfaction, we would 
answer a long standing need. Result: Johnsonian, Amer- 
ica’s Outstanding Performance Value in Men’s Shoes. Let 
Johnsonian show you how you can give him more for his 


money this Fall. 


Johnsonians Are Sanitized. 


SOMNSOMAN DIVISION 


ENDICOTT-JOHNSON + * NEW YORK CITY 
* ENDICOTT, N. Y. * ST. LOUIS, MO. 





Re 


fecorder 


Volume CXX, Number 6 
OCTOBER 4, 1941 


Contents. ; 





EVERIT B. TERHUNE, President 


Vice-Presidents 

ARTHUR D. ANDERSON 

H. WALTER SCOTT 

BERNARD C. BOWEN 
HUGH M. BOWEN GORDON SCOTT 

EDITORIAL STAFF 

ARTHUR D. ANDERSON, Editor 

RAYMOND L. FITZGERALD, Monaging Editor 


JOHN J. REILLY 
Art Director and Promotion Manager 


OWEN A. THOMAS, Associate Editor 
HARRY R. TERHUNE, Field Editor 
ELEANOR M. RUTLEDGE, Fashion Editor 
HERBERT 8B. GOODRIDGE, Make-Up Editor 
RAYMOND H. GOODRIDGE, News Editor 
JOHN F. W. ANDERSON, Research Editor 
L. W. MOFFETT, Washington Editor 
JAMES G. ELLIS, Associate 





Owned and Published by 
CHILTON COMPANY, Incorporated 


Executive Office 
Chestnut and | Philadelphia, Pa., 
SA. 


Editorial and Advertising Offices 
100 East 42nd Street, New York, N. Y. 
U.S. A. 


OFFICERS AND DIRECTORS 
C. A. MUSSELMAN, President 
JOS. S. HILDRETH, Vice-President 
GEORGE H. GRIFFITHS, Vice-President 
EVERIT B. TERHUNE, Vice-President 
J. H. VAN DEVENTER, Vice-President 
C. S$. BAUR, Vice-President 
WILLIAM A. BARBER, Treasurer 
JOHN BLAIR MOFFETT, Secretary 
JULIAN CHASE THOMAS L. KANE 
6. C. BUZBY P. M. FAHRENDORF 
HARRY V. DUFFY CHARLES J. HEALE 


Voice of the Trade 

Musical Shoemaker 

Washington Newsreel 

Fireside and Dormitory Fashions 
Winter's Ahead 

All Aboard for Dixie 

Career Man in Shoe Retailing 

The Editor's Outlook 

Fathers and Sons in Recorder Family 
O.P.l. (Other People's ideas) 


Shoe News 


ADVERTISING STAFF 


GORDON SCOTT 

DONALD R. MacARTHUR 
140 Federal St., Boston, Moss. 
Telephone: Liberty 4460 
° ° ° 
H. WALTER SCOTT 
Chestnut & Séth Sts., Philadelphia, Pa. 

Telephone: Sherwood 1/424 


° ° ° ° ° ° 
HUGH M. BOWEN HARRY R. TERHUNE 


1627 Locust St., St. Louis, Mo. 201 Oceano Drive, Los Angeles, Calif. 
Telephone: Garfield 3347 Telephone: W.L.A. 36270 


E. 8B. TERHUNE, JR. 
100 East 42nd St., New York, N. Y. 
Telephone: Murray Hill 5-8600 


° ° ° 


8. C. BOWEN 
209 S. State St., Chicago, Ill. 
Telephone: Wabash 8058 


Member, Audit Bureau of Circulations, Associated Business 
Papers. Published every Scturday. Yearly Subscription Price: 
United States and Possessions, Mexico and Cuba, $3.00; 
Canada, $3.50. Foreign, $10.00. Single copy, 25 cents. 











Boot and Shoe Recorder 








iecorder 





A COP, a letter carrier and I were 
having a cup of coffee in the little 
kiosk under the rumbling ramp on 
which the automobiles ride to bridge 
42nd Street and Park Avenue, New 
York City. In fact, you can see the 
coffee shop from our Outlook Win- 
dow—that vantage point covering 
the bustling scene in the heart of 
New York. 

The cop said: “So it’s inflation 
they’re going to give us. My missus 
tells me that everything costs more 
in the kitchen and I know darned 
well there’s very little left over for 
the education of my kids when it’s 
all taken by the butcher, the baker 
and the clothes maker.” 











The postman joined in, saying: 
“Me too! I’m carrying more mail 
and working harder than I ever did 
before in my life and there’s nothing 
left over the day before the next pay 
check. And there’s a million more 
like me in fixed wage jobs that are 
going to howl before long.” 

So I had to get my two cents into 
the conversation by reading them 
an excerpt from Barney Baruch’s 
statement before the House Banking 
and Currency Committee (for I 
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have the habit of reading when | 
drink my coffee). Here it is: 


“The second point I want to raise is 
that price control is essential if govern- 
ment salaries and appropriations are to 
have any meaning. What will happen 
to the teachers, war veterans, social secur- 
ity beneficiaries, policemen, firemen, all 
the hundreds of thousands of government 
employees, Federal, State, county and 
city, if prices are allowed to run wild? 





“Will the Federal, State and city gov- 
ernments advance the wages of these 
people to meet increa-ed costs of living? 
Or do they propose to leave them victims 
of fortuitous circumstances? 

“What of the millions of workers who 
are unorganized—the vast army of white 
collar workers whose incomes are fixed 
and who have no pressure group to fight 
for them? Who is going to take care 
of them? How will they get the wage 
increase; to which they are entitled if 
rising living costs cut their real incomes?” 


Well, the cop and the letter car- 


rier echoed, “you said a mouthful.” 
o * * 


P AUL WOOTON flies a bomber for 
England this week. In case you 
don’t know who Paul Wooton is, let 
us say he is the friendliest Washing- 
ton correspondent to men in indus- 
try. He is also president of the Na- 
tional Conference of Business Paper 


Editors. He has aided a number of 
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young men to fulfill their destiny. 
One particular case we have in mind 
is that of a leather man’s son, who 
sought an air career and the con- 
tacts made through Mr. Wooton 
have put the wings on the flier’s 
chest. We could cite many other 
contacts over the years. 

Mr. Wooton is flying to Eng'and 
to study, at first hand, the place and 
purpose of the business papers un- 
der war conditions. The valiant 
group of business papers in England 
covering all crafts, trades and enter- 
prises seems to serve an even greater 
p ur pose—transmitting business 
news and business regulations for 
preserving the basic business press. 

We wish to Mr. Wooton a safe 








journey and the opportunity of con- 
tacting some of the brave spirits 
that operate business papers in En- 


gland under the stresses and strains. 
* ” - 


CLIFTON GREEN of the Eitman 
Shoe Store in Fort Madison, Iowa, 
says: 

“Over twenty years’ contact with 
the retail shoe business has merely 
made me more aware that there are 
new things to learn every day if one 
wants to keep up-to-the-minute. Cor- 








































rect and pertinent information on 
any subject, whether it be ‘Of shoes 
and ships and sealing wax’ or what- 
not, certainly prepares an individ- 
ual to be a more efficient salesman 
for whatever product he may be dis- 
pensing. A re-reading of the Lin- 
coln-Douglas debates will be suffi- 
cient proof of this statement for any 
adult. Lincoln’s fund of informa- 
tion, plus sincerity and the ability 
to put his thoughts into words, 
surely made him almost unbeatable. 
So much for the great American. 
A recent visit to the reconstructed 
New Salem has made me unusually 


full of Lincoln lore.” 
* * a 


WILLIAM DeWITT, president of 
the Shoe Form Company of Au- 
burn, New York, is not only a suc- 
cessful business man in the field of 
shoes but he has been able to make 
his avocation a part of his vocation. 
As a sportsman he has fished the 
seas and what was more natural, 
after he had designed bait boxes out 
of the same material that goes into 
Fairy Forms, that he would step 
along and do something with fish 
hooks. The Associated Press news 
item says: 


By An THAT REMINDS ME / 


“The Auburn plant began work on an 
order for 35,000,000 fish hooks to be 
used by Icelanders to provide food for 
the embattled British. 

Mr. DeWitt said the hooks would be 
turned “out—5,000,000 before January 1 
and the remainder next year—on a new 
machine he developed in his plant to 
make them from coiled wire in a single 
operation. He said this heretofore had 
not been possible.” 

Hand and troll lines are used in 
the Iceland seas to catch cod and 
haddock and it is reported that the 
British have contracted to take the 
entire catch. 

So let’s hope a little bit of the 
DeWitt fisherman’s luck goes with 
every hook. 

* * * 
QN the “Half-way to Shanghai” 
set, Truman Bradley told us that his 
first job as an actor was the role 
of a radio announcer on the sub- 
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—Dick Prather, an old shoe and ad- 
vertising friend of ours, now living 
the life of Riley as a retired busi- 
ness man, near San Diego, sends 
us this one about the cowboy in 
the poker game: 

—"There was a one-eyed gambler 
across the table from him and the 
puncher had him under suspicion for 
some time. Finally he remarked: 
‘Some one is a-cheatin’ in this here 
game. | ain't a mentionin' any 
names but if | ketch him at it I'll 
shoot his other eye out.” 

—Just where this yarn fits in with 
my philosophizing of the moment, 
| don't know. 

—But if you can use it—go to it 
and I'll consider this little space 
well filled. 


SUT ben 


President 





ject of custom made shoes, for 
which he was paid the munificent 
sum of five dollars. The shoes he 
was wearing at the time were the 
only ones he owned—and they 


were paper-thin at the soles. 
a = * 


SAN DIEGO, CAL., is one of the 
country’s boom towns due to the 
tremendous airplane and kindered 
defense activities. Ray Kimball, 
manager of the shoe department in 
the Walker Department Store, has 
his department cooperate with the 
store in introducing the institution 
to the folks who have recently 
moved into town. A very efficient, 
presentable young lady has the job 
of making a personal call on the 
new families who settle in the com- 
munity. Her job is to tell the story 
of Walker’s and what Walker can 
do to make life better for the new- 
comers. This work is backed up by 
the store and the shoe department 
by good newspaper advertising and 
windows which do a selling job. 

In a town the size of San Diego 
(300,000) everybody window shops 


and reads the local papers. So, 
covering these three angles—per- 
sonal calls, windows and newspa- 
pers, the store has done a grand 
piece af work in bringing new folks 
into the house. 
See 

AN open letter to the public ap- 
peared on the Griffin (Georgia) 
News as follows: 

“WE HAVE FAITH IN GRIFFIN 
IN GEORGIA, IN THE U. S. A. 

“We have unbounded faith in the 
City of Griffin, State of Georgia and 
the good old United States of 
America. 

“We believe our city, state and 
national government will continue 
to practice “The American Way’ 
and that the future of all people 
blessed with citizenship in this na- 
tion will be bright, happy and filled 
with opportunity. 

“We have a great city, a great 
county, a great state and a great 
nation, where all men are equal and 
all men may reap the fruit of their 
work. 

“Tt is because of our faith in this 
community, state and nation, that 
we open Fashion Shoes—modern, 
up-to-date, and a thing of beauty. 


~NOES 


\.\ \\ 


WAR 


‘ 














“If we were pessimistic over the 
future, we would not have invested 
heavily in Fashion Shoes. For in 
opening the most beautiful shoe 
store in Middle Georgia we are 
building with Griffin—we are build- 
ing with the state and nation. Op- 
timism as to the days that are to 
come was and is responsible for 
Fashion Shoes. 

“We cordially invite everyone to 
call and see for themselves how 
beautiful and modern a shoe store 
has been given Griffin. 

Sincerely yours, 
SAM SAUL, Manager. 
FASHION SHOES.” 


* * * 


LOTS of people wish they were in 
Hedy Lamarr’s shoes — but this 


salesgirl actually is! The Metro- 
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Goldwyn-Mayer star was shopping 
in Westwood (California) for a 
pair of slack shoes. She was un- 
able to find the exact shade she 
wanted, so the salesgirl suggested 
that Miss Lamarr try their Beverly 
Hills store. Having dismissed her 
car, Hedy was without transporta- 
tion, so the girl drove her to 
Beverly. 

In return for this help, and much 
to the excited salesgirl’s surprise, 
Miss Lamarr purchased two identi- 
cal pairs of shoes, and presented the 
salesgirl with a pair exactly like 
those she got for herself. 








BRUCE WILLIAMS, partner in the 
French Booterie with stores in 
Hollywood, Beverly Hills and Palm 
Springs, tells of one of the curious 
quirks in the current hosiery situ- 
ation. 

Some seven dozen off-shade hose 

had accumulated, which he tried to 
sell (just previous) to the ban on 
silk importations) to a job lot 
dealer for a quarter a pair—hose 
which regularly retailed for $1.15. 
No Sale! A few days after the ho- 
siery scare started, Warner Broth- 
ers called asking him to bring over 
all the silk hose he could spare. The 
seven dozen were included in the 
lot. Lo and behold, this was just the 
shade the studio was searching for, 
as it photographed so well with 
black clothes. 
THE retail shoe merchant has been 
surprisingly fortunate so far in that 
there have been fewer price and sup- 
ply dislocations in the shoe industry 
than in many another. Rising costs 
of merchandise, rents, overhead and 
operating expenses may also affect 
the larger city and department store 
more than the suburban and small 
town store. 

We can be certain that many a 
customer will shop more for basic 
shoes in the neighborhood in the 
face of rising eosts of gasoline. Not 
only that, but the smaller merchant's 
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delivery costs will not affect his over- 
head as much as big city stores that 
have developed this service to large 
proportions in recent years. 

It also seems likely that with 
longer and more intensive hours of 
industry, customers will shop nearer 
their homes and at night. 


* 7 


To the Tune of 
Barbara Fritchie 


Down by the meadow, plagued with 
corns 

On the busiest, pleasantest, week- 
day morns, 

The hired men stand, and stand, 
and stand— 

While grain sheils out upon the 
land! 

Around about them ripe fields 
sweep, 

Barley and oat tracts fruited deep, 

Fair as the Garden of the Lord, 

But the hired men scarcely earn 


their board! 


e 





On this pleasant morn in the early 
Fall 

The men don’t really mean to stall, 

But hark, their feet are breaking 
down 





In shoes the boss brought home 
from town. 
ae * o 
Some forty blisters and forty pains 
From forty corns disturb their 
brains 
And steal their pep and strength 
the sun 
Of noon looks down with no work 
done. 
. an 
Up rose Si Perkins, that boss, and 
then 
He fired that group of foot-sore 


men; 











Bravely they hit the hike for town, 

In spite of their arches breaking 
down! 

Honor to them, and let a tear 

Fall for their sake right now and 
here, 

But for Si Perkins who bought 
those shoes, 

You may weep or not, just as you 
choose! 

J. Eow. Turrrt. 





“Kin | have a nickel, Pop, or does that come under the heading 
of critical and strategic metals?” 
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WHILE indications point to the probability that both 
House and Senate would vote to reject the six per cent 
ceiling on corporation profits proposed by Secretary 
of the Treasury Morgenthau, if such a measure were 
submitted right now, nevertheless close observers of 
Washington developments regard the proposal as sig- 
nificant for the light it sheds on possible plans and 
purposes of a small group of official and unofficial 
advisers who have great influence in the formulation 
of Administration policies. 

Generally regarded as one of the conservatives in the 
President’s cabinet, Mr. Morgenthau has never gone out 
of his way to endorse the super-spending policies of the 
New Deal. When he proposes legislation of such a 
drastic character as this, business men who try to de- 
cipher the meaning behind the day-to-day developments 
on the Washington scene, wonder how far more radical 
New Dealers would go. In any event, some observers 
profess to see in this proposal what looks like official 
confirmation of the statement repeatedly made and fre- 
quently denied, that the ultimate objective of many of 
the strange ecoromic measures now being advocated is 
to change the traditional American economic system to 
some modified form of planned economy, not essentially 
different from Communism or Fascism. Take away the 
profit motive, it is argued, and there isn’t much left of 
the American system of free enterprise. 

Even the strongly interventionist New York Times, 
which supports all-out aid to Russia, balks at this 
proposal, declaring it “would not merely be violently 
disruptive of the normal workings of our economic sys- 
tem, but it would directly hinder the successful prosecu- 
tion of a war. There would soon be an abandonment 
of normal economies, a growth of wastes and ineffi- 
ciencies. Company failures would lead to a loss of 
jobs. Instead of this tax proving a revenue-producing 
measure, it would prove a revenue-preventing measure.” 

To all of which the radical New Dealers might an- 
swer “We planned it that way.” To establish a new 
order, it is first necessary to be able to show that the 
one already in existence doesn’t work. 

o ia * 
OPA strategists, including the top man, Leon Henderson, 
are eyeing reports.from the recent annual leather show 
in New York that some advances in Spring shoe prices 
are in the cards. They point to the revision in OPA’s 
hide price schedule, establishing price differentials 
which prevailed before the June hide ceiling was fixed, 
hopeful that any upping in shoe prices due to higher 
leather costs has been minimized. As to their attitude 
on price increases resulting from other factors, OPA 
aides ‘aren't talking. 

* * * 
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MUSICAL SHOEMAKER 
Picture on opposite page— 


Story on page 52. 
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|N emphasizing the efficacy of the two hide price sched- 
ules, as a means of checking the inflationary movement 
in hide prices, OPA leather experts reason along these 
lines : 

When the first hide schedule was promulgated last 
June, prices were undergoing alarming advances. Fol- 
lowing the June ceiling prices action, 10 out of the 12 
classifications of packers hides finally advanced to the 
ceiling price of 15 cents a pound. Tanners reputedly 
were required to buy combination lots of different 
grades of hides whether or not they had use for them. 
This tended to increase the cost of small specialty tan- 
ners particularly. Since the cost of leather in a medium 
priced women’s shoe is 371% cents, and 40 per cent or 
more of the factory price in a medium priced men’s 
shoe, the inflationary tendency in hide prices would 
have substantially increased shoe prices had it not been 
for the two OPACS hide price schedules. 


0 PM also has given its blessing to recommendations 
made to manufacturers by the women’s style committee 
[URN TO PAGE 45, PLEASE] 
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Left, genuine moccasin, fleece- 
lined for warmth and softness 
. . » ideal for dormitory Winter 
wear. From Johnstown Wool 
Shoe Co. Right, soft and new 
this high shoe in capeskin, lined 
with fleece and trimmed with 
electrified shearling. Ski-Capers 
from Consolidated. 






Photograph courtesy of 
Sake 34th Street, New York. 
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IN our July 26 issue, Boot anp SHOE RECORDER ran a story ... “ ‘At 
Home’ in Four Moods” we called it . . . on four types of house costumes, 
complete with shoes. The four types covered were the casual collegiate, 
the warm lined house shoe, the dressy boudoir and the more formal hostess 
slipper. Never has there been a season when such a variety of types and 
styles has been available for indoor-leisure wear. 

Take, for instance, the college group. College dormitories, no less than 
college campuses, are launching styles these days. The popular idea of 
typical dormitory life . . . of girls lounging in their rooms in the evenings, 
studying, reading, gossiping or settling the problems of the universe . . . 
is not just a Hollywood or an advertising agency’s dream. College girls 
really do spend their “at home” evenings in just that way. And for these 
occasions, they want the softest, most comfortably casual and youthful 
clothes they can find. 

They want easy-going slacks or practical robes in flannel, corduroy, vel- 
veteen or brushed rayon; quilted robes, warm [TURN TO PAGE 38, PLEASE] 


Comfortable House Slippers Are an Old Story but the Smart 
Comfortable Shoe for Home Leisure Wear Is Still News. And 
the House Shoe Coordinated to the Appropriate Costume De- 


serves Your Careful Consideration. House Shoes Will Form 


an Important Part of Your Sales from Now until Christmas. 
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Right, left to right, clockwise: A 
lamb inspired the name and surface 
design of this new chenille called 
“Baa Baa.” From Silver Slipper. 
Warm, soft and pretty, this sleeve 
gore slipon in fluffy cloth. From 
Middletown. Corduroy slipon dear 
to the heart of the college girl for all 
kinds of casual wear. From Eastern 
Footwear. Another new chenille in 
an attractive d’Orsay slipper. Special 
sole construction. From Swan. 


Below left to right: Smart espadrille 
with rope sole and ribbon lacing for 
dormitory slacks. Rop-Eez from Rope 
Soles, Inc. Bright red felt with gold 
nailheads for an unusual college 
lounging shoe. From _ Beachcraft. 
Soft leather, soft counterless back and 
jaunty fringed tongue make this an 
ideal college girl house moccasin. 
Outdorable from Daniel Green. 





Left to right, clockwise: Four 
styles for the woman who wants 
some luxury of material and 
some feminine daintiness of 
treatment in her house slippers. 
Pointed backs and tongue give 
high style appeal to this red kid- 
skin slipper. From Jerro. Vivid 
green is combined with black in 
this pretty velvet slipper with 
wide band of goring over instep. 
From Parkhill. Pale pink . . . or 
other pastels, if preferred .. . 
satin with fluffy pompom orna- 
ment for an ideal boudoir mule. 
From Keystone. Jewel blue 
crushed velvet scuff, easy to slip 
on and very pretty with dressy 


robes. Hi-Larks from Pli-Mode 





WINTER'S ANKRAD... m\ 
Your Boots ? 
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from Edwin Clapp is of natur 
the ribbed rubber sole tap, 
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THE other night a lot of people were treated to a sight 
of the northern lights or, to be technical, the Aurora 
Borealis. Now it’s an old superstition that when you see 
this it’s a sign of a long and cold winter. A lot of 
people hearing this will hurry up those plans for that 
winter vacation down South. But a lot more—and we 
mean a lot, for the number has been steadily growing 
the past few years—will make a beeline for that store- 
room or closet and drag out the old waxed sticks and 


Below, two “naturals” for ajfter-ski 
wear. Top, a wedge sole, plain toe 
three-quarter shoe, shearling lined, 
and with strap fastening. From Cas- 
uals, Inc. The Weejun from G. H. 
Bass. A true moccasin Norwegian 
slack shoe dressed up in a rich 
mahogany shade. 


Left to right: The Bass Chateau 
boot with the new V-strap. This 
boot features the back lacing 
and tongue and quarter sponge 
rubber lining. A cross strap 
boot from Old Colony of Mar- 
tin’s Scotch grain. It has the 
ribbed rubber sole tap and back 
lacing. A wrap-around strap 
model from Edwin Clapp. Note 
the leather heel guard for the 
metal ski binding. 
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other skiing equipment and ready it up for the first 
snowfall. 

A lot of the old fans, as well as those who will try 
it out for the first time this winter will need new boots. 
Outside of the skis themselves, there is no more impor- 
tant part of the skier’s equipment than the boots. And 
when it comes to buying them, old-timer and novice 
alike both want the best. 

We show here some of this season’s new boots. There 
have been no new and radical developments outside of 
styling, for American manufacturers have about hit the 
peak of perfection both as to last and construction. The 
growth of the ski boot industry has grown with the 
popularity of the sport and in the comparitively few 
years during which it hit its stride in this country, 
manufacturers here have taken the best in the hand- 
made European boots, bettered them and added new 
developments of their own. 

One phase of the winter sport business that has been 
more or less neglected has been the development of foot- 
wear for after-ski wear. One of the most inviting parts 
of a skiing week-end is the round-the-fire gathering in 
the evening. After a day of dragging around a pair of 

[TURN TO PAGE 38, PLEASE] 


ANOTHER SKIING SEASON IS IN THE OFFING 

AND THE WAXED STICK FANS ARE JUST WAIT- 

ING FOR THE FIRST SNOWFALL. NOW'S THE 

TIME TO CHECK OVER YOUR BOOT SITUATION 

AND MAKE PLANS FOR A SHARE OF THESE 
WINTER PROFITS 





Reading left to right, clockwise: Three versions of 
the spectator with the wing tip. 1. The strap specta- 
tor is receiving increased attention each new season. 
Done smartly here in white suede with tan calf on 
a very broad last and low heel. Crik-Etts from Rein- 
hart. 2. Open toe slipon spectator, elasticized and 
perforated white suede with tan calf. From Queen 
Quality. 3. Higher cut elasticized slipon with entire 


quarter in tan calf. Paradise from Brauer. 





Reading left to right: Dressy sandal in a beige and 
brown combination, ideal for wear with many resort 
colors, both dark and light. From Rice O'Neill. 
Smart accent to light clothes and good travel shoe, 
this navy calf elasticized low heel slipon with smart 
studding on vamp and folded tongue. Modearts 
manufactured by Moulton, Bartley for a leading 
Kansas City store. 


Photo Florida scene, courtesy American Enka Corp 


Reading left to right, clockwise: The spectator 
with straight tip on wall last in three versions. 
High-riding elasticized slipon with attractive 
braid effect vamp trimming of tan calf. 
Rhythm Step from Johnson, Stephens & 
Shinkle. Trimmed slipon pump, very tailored 
and smart. From Vitality. Ghillie type tie in 
white perforated suede with contrasting alli- 
gator grain calf tip, fox and lace stay. Arch 
Preserver from Selby. 




























ALL ABOARD 





Reading, left to right: Patriotic red 
and blue embroidery on white linen 
pump. Blue calf heel. Custom Grade 
from Walk-Over. Lace over Vinylite 
is an attractive new idea for dressy 
shoes. From Newton Elkin. Even 
dressier is this fine lace mesh over 
kidskin in an evening sandal. From 
Jerro. Good all-white many occasion 
sandal, perforated and cool. Connie 
from Wohl Shoe Company. 





FOR DIXIE?! 


Or Any Place Where the Sun Shines Bright and Warm from 


October to April. 


Expectations Are That This Will Be a Big 


Year for Southern Resorts. Ready-to-Wear Is Planned for 


Earlier Business Than Usual. 


So You Will Want to Be Ready 


With Your Shoes and a Promotion and Coordination Program. 


THERE’s a big choice in new shoes for the 
southern resort season. And that’s the market for trying 
out new ideas in preparation for Spring and Summer, 
1942. Rumor has it . . . and it’s the kind of rumor that 
we pay attention to . . . that some “startling” style de- 
velopments will be introduced this season. So, earmark 
a little of your resort budget for these styles when the 
time comes to buy. 

Don’t forget, however, that the classic types are still 
your bread and butter shoes. The spectator, for in- 
stance, will carry on bigger than ever. It will be back in 
variations on the staple type. One important innova- 
tion is the use of linen and linen-like fabrics instead of 
the traditional suede. Tip and fox and other contrast- 
ing trimming will be of smooth calfskin as usual. The 
trend started this Summer but new weaves in use with 
important style houses will make it much more impor- 
tant this season. 

The casual shoe, as well as the play shoe, will be a 
very big item again. Makers of this type of shoe are 
constantly improving constructions as well as styles. 
Three styles shown here give some idea of the range of 
treatment. The espadrille won its place as an ideal 
slacks shoe this past Summer. The closed casual, rather 
sturdy in soft leathers, has been increasingly popular. 


Reading left to right, clockwise: Espadrille 
in smart new fabric, ideal for informal re- 
sert wear. Rop‘Eez from Rope Warm 
cream color in swagger closed casual shoe 
with platform sole. The heel will be 
scooped. Hi-Larks from Pli-Mode. Gay 
little fabric, one-eyelet tie with open back, 
soft and casual as smart resort costumes. 
Ouidorables from Daniel Green. 


The one-eyelet tie, cool and summery with open toe and 
open back, is another growing favorite. Low heels, 
wedge and semi-wedge heels, platform soles, soft leath- 
ers and very soft constructions, are the important fea- 
tures of these shoes. 

We never can say too much in favor of the all-white, 
many occasion shoe for day in, day out, satisfaction. 
This year a light cream color will have high style sig- 
nificance and coordination possibilities with the wide 
use of cream in resort prints . . . for backgrounds. . . 
and woollens. Detailed discussion of this subject, you 
will remember, appeared in the feature story, “Preview 
of Spring Colors” in the August 16 issue of the 
Recorper. (In our Sept. 6 issue, cream was again dis- 
cussed in “Hints for the Winter Resort Season”). This 
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RETAILING 


by THOMAS N. YOUNG 


EPISODE IX 
MEASURE FOR MEASURE 


ED FREEMAN was unpacking the new Fall merchan- 
dise. As each carton came from the cases, he glowed 
with pride. This was his business. Mytown was getting 
used to him; he felt sure many residents were accepting 
him as one of them. 

Jack Perkins, good old standby, was one of the rea- 
sons. But the Round Table Club, headed by the ex- 
Governor of the State, was an even more important 
reason, Ed thought. 

Then, seeing Jack’s pride in the merchandise, Ed felt 
guilty. “Things have been going along so well the last 


26 


Ed’s heart expanded under the warm 
eyes of the young organist. 


few weeks,” he said, “that I’m beginning to wonder 
where Ill stub my toe next.” 

Jack laughed. “Merchandising always has some sur- 
prises ready to spring. That’s what keeps me young.” 

Jack’s step was youthful for all his more than seventy 
years. Whenever anyone asked, he always said the 
shoes Ed carried were responsible. But his lovely 
daughter, Gretchen, had tried to thank Ed for her 
father’s renewed interest in life. 

“When Hughson let father go after so many years, 
father just went down hill so fast you could really see 
him go. We're ever so grateful to you for giving him 
a job, restoring his faith in human nature.” 

Ed’s heart had expanded under the warm eyes of the 
young organist. It would have been very easy to have 
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pressed his suit then, spoken the words he had been 
longing to say for so many months. But he knew it 
would be tactless. He must find a time when Gretchen 
wasn’t thanking him for something which put her in 
his debt. He sighed. 

“The shoe’s on the other foot,” he punned. “Your 
father’s doing more for me every day than I can ever 
repay. He teaches me what he knows, fishes me out of 


jams I get into through my pig-headedness and in gen- 
eral actually is the business. And if you asked him 
about it, off the record, I'll bet he’d have to admit it. 
But he’s too good a sport to let me know how generally 
untrustworthy I am.” 


T HE conversation got Ed to thinking about the pre- 
dicament of older people. Science had made great 
strides, the magazines said, in prolonging life some 
fifteen more years just within the last two decades. 
The average person in middle-life was also younger 
mentally than the age would indicate. But people were 
still being retired at the same ages, regardless of health 
improvement. 

Something was wrong, Ed concluded. Just consider 
how important Jack Perkins was to him. Looking 
about him Ed saw for the first time the faces of the 
people, old in years, old in experience, but young in 
heart and vitality. 

Finally, Ed spoke to the Governor about it. “Why 
are these people discarded at the time of their greatest 
usefulness?” he demanded. 

The Governor smiled. “Some of us are lucky enough 
to have developed other interests.” 

Ed gulped. He hadn’t realized until that moment 
that the Governor must be seventy-seven or eight. His 
keen blue eyes, his ruddy cheeks, his lithe stride—all 
marked him as a man about fifty-five. The Governor 
flew to keep engagements. He was chairman of this 
board, president of that corporation and had a large 
legal practice besides. He read omnivorously, exhibited 
new iris at every important show, collected eighteenth- 
century literature in three fields, was an amateur cook 
of no mean ability, loved detective stories and was an 
ardent stamp enthusiast. 

“Not everyone has the money to enjoy your hobbies, 
sir,” Ed stumbled. 

“Jack Perkins is a good example, my boy, of a man 
who has found the right place in which to stay young. 
You'll find that each man must be placed where he'll 
enjoy his work and not be driven to it. But before 
you talk to the Round Table Club about this project of 
finding work for the aging, suppose you work out a 
concrete example in your own place. Besides Jack; I 
mean. Then you'll have a ready ear when you talk to 
the other men. We're great believers in doing, not 
talking, in Mytown.” 

So Ed thought about the problem during the next 
few days. But he seemed to get nowhere. Suppose 
they brought in an old person to wrap packages? That 
was a dull job, they didn’t need it done. Besides, that 
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wasn’t the type of creative work he and the Governor 
had been talking about. 

Then, on Wednesday evening when the rush from 
farm trade was at its height, Ed saw a bleary-eyed 
figure weaving along in front of the store. The man 
was beckoning to Jack, who was busy with a customer. 

When Ed saw that the man would come in after Jack, 
he left the customer he was waiting on. “You'll have 
to look after your friend,” he said in a low undertone. 

Jack started to get up as his quick eye took in the 
situation. “Poor fellow,” he said quietly. “He was the 
best shoemaker I ever knew. Fifteen years ago Hughson 
used to make hand-made shoes and this man was head 
of the workmen.” 

“Take care of my customer,” Ed said in a flash, 
pushed Jack down again, grabbed his hat and was out 
of the store. He steered the drunk into his car. 

“I don’ know you,” the drunk was going to be bellig- 
erent. 

“No, but you know Jack Perkins and I work with 
Jack.” 

That pacified the man who promptly went to sleep, 
much to Ed’s relief. Presently, Ed drew up in front of 
a young doctor’s house. Jim Breen, son of a minister 
of the Community Church, had returned to Mytown to 
hang out his shingle. Ed noticed with relief that al- 
though the lights were on, no one was in the waiting- 
room. 


PRESENTLY, he and young Dr. Breen were discussing 
the case near the windows where Ed could keep an eye 
on the car lest the man decide to get out. “I’ve been 
reading about Vitamin B complex injections for alco- 
holics lately,” Ed was a little vague. “I know you've 
all the latest work. Liver extracts to stop the shakes, 
hormones to revitalize them and I don’t know what all. 
I’ve got a job for him if you can straighten him out. 
Can you do it at his age?” 

The young doctor went out to the car and helped Ed 
bring the man in. They laid him on the couch and 
covered him up. The doctor looked him over carefully. 
“Tl go to work on him right now. He'll be straight- 
ened out sooner than you think possible.” 

“Will his hands be steady,” Ed asked incredulously. 

Dr. Breen smiled and nodded. “Your part is to 
supply the job as soon as he’s ready for it.” 

“T’ll start getting the stuff together for him tomorrow. 
You can’t have him ready too soon to suit me. Jack 
Perkins will tell me what to buy. By the way, I'll be 
glad to advance the fees but he’ll have to repay me out 
of salary as he goes along. I don’t believe in charity.” 

“Neither does father,” the young doctor assured him. 
“But helping people to help themselves, father says, 
is the greatest charity.” 

Ed in embarrassment hurried away. The evening 
rush was almost over when he got back to the store. 
Jack was speechless when he told him later what was 
being done for Jack’s former friend. 
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The Editor’s 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Cateh the New Spirit 


MERCHANTS too—play a part in the great work of a 
nation. Shoe merchants play an even more important 
part because, by their service, America is made more 
active, more useful, more effective on its feet. A mer- 
chant writes us: “I am more convinced than ever that 
the whole shoe industry should be challenged to do a 
better job on the feet of the nation—for the good of 
all.” 

That’s the broad outlook and very commendable; and 
just to show that retailers are taking this very seriously, 
let us cite a few particular instances. Defense is also 
something tied up with economics and the theme 
“WASTE NOT” has been taken most seriously. It is 
very pleasant to record that L. E. Langston, executive 
vice-president of the National Shoe Retailers Associa- 
tion, read the editorial “WASTE NOT” (Sept. 13) at the 
directors’ meeting of the N. S. R. A. and commented on 
its timeliness, “fewer samples, less waste.” 

Day by day retailers are doing their part to make 
more efficient and less wasteful, not only their own work 
but the work and costs of shoes in back of the shelf line. 
Here’s an instance: 

A merchant going through the factory saw a man 
sweeping the floor and in the pile of rubble he saw 
some new heel lifts. He said to the manufacturer who 
was accompanying him: “If those were pennies on the 
floor that guy would pick ’em up.” The manufacturer 
replied: “They’re better than pennies. They’re worth 
about two cents apiece.” 

Another merchant learned that there was a shortage 
of paper so he wrote to his manufacturer: “You can 
save on tissue paper that you wrap your shoes in. Most 
of the shoes that we are getting from your plant have 
six to a dozen sheets of tissue in the carton. All you 
need is to wrap each shoe individually and crumple the 
third to act as a bolster to prevent the shoes from chaf- 
ing and riding around.” That may seem to be a trivial 
thing but it started the manufacturer thinking as to 
what else he could do to cut wastes. The net result was 
really amazing because it went all the way down to the 
flip of extra thread wasted by the stitcher in his speed. 

One merchant found the formula for getting custom- 
ers to carry their packages home, thereby saving car- 
tons and delivery. He found a highly colored cellophane 
wrapper that. made the.neat little tied-up package at- 
tractive for the customer to carry. 


One of the directors of the N. S. R. A., in a conver- 
sation with us, gave an experience as follows: On a re- 
cent Monday morning, the stock boy came in and said: 
“I’m throwing up my job because I can go to work at 
the munitions plant at double my present pay. I’ve got 
to be there in an hour.” The boss wished him well and 
when the floor salesmen came in said to them: “Will 
you fellows help out a little bit this morning, until I get 
a new boy?” The salesmen replied: “We’re in the union 
now and we are not permitted to do stock-boy work.” 
So, believe it or not, the boss himself had to pitch in be- 
cause there was no one else to do the job. 

Well, the incident is not very pertinent to our story 
but at least it illustrates the willingness to do most any- 
thing to keep business as a living function in service to 
the public. 

We have a feeling that the public itself is more than 
willing to walk down the merchant's path, if it is told 
hew it can help. There are many ways in which the 
public can help to keep costs down, check wastes and 
at the same time get the most for the money. The carry- 
ing of bundles is just one phase of the myriad costs that 
go into merchandising. The public will have a little 
more patience at the fitting stool, to make possible bet- 
ter fitting and to indicate a degree of tolerance for the 
problem of the merchant, who must have sizes and 
widths and who oftentimes is minus precisely the pat- 
tern wanted. As long as the type of shoe is right and the 
celor is right and the fitting is doubly right, the question 
of selection is one that can be settled satisfactorily if 
there is a mutual consideration on the part of the two 
persons concerned in the transaction. 

Sending shoes out for selection is one of the old 
“carry-overs” of the day when the Grand Madam 
wented extra “class” service. If each man on the fitting 
floor, each merchant and each supplier can do just a 


- little bit_-more than what he is paid to do, we will 


alk render better public service. Remember, these days 
are not in the pattern of the lush days of the first World 
War. 

We know and feel that shoe retailers and shoe men 
operating departments have caught the spirit of the Con- 
sumer Protection Division; and what’s more, they have 
caught the broader spirit of eliminating waste, restrain- 
ing inflation and giving the public the most for the 
money. 
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AT AN INTERMEDIATE 


PRICE RANGE 


SELLING FEATURES LIKE THESE 
foot action through pliable 
oft bende wh tho eee 


3. CONTOURED INNERSOLE... 
Lasts and innersoles are 
matched to the identical 
curves of the bottom of the . 
foot ...a natural foundation 
for comfort in every step. — 


CANTILEVERS AT AN INTERMEDIATE PRICE 
RANGE are opening up new sources of volume 
and profits for dealers all over America. Here is 
a very important field... between the crowded 
$6.00 to $7.50, and the $10.00 and up feature 


markets ...a fertile price range meriting your 


ANTILZLVER 


SHOES 
build Volume 
and Profits! 


most serious consideration . . . Don’t over- 
look the opportunity on this profitable line, 
in heel heights from 8/8 to 17/8 with famous 
fit and comfort that builds repeat sales with 
every pair. Write or wire today for an ap- 


pointment with a CANTILEVER representative. 


ORTHOPEDIC SHOE COMPANY 


Division of The Selby Shoe Company 


October 4; 1941 


PORTSMOUTH, OHIO 











Nathan Hack of the Hack Shoe Store in Detroit, Mich., and his 
co-fitters hold a special staff meeting to demonstrate how they 
sell W. B. Coon shoes. 


Front row, sitting: Mr. L. A. Marshall; Miss Rita Cooper; A. T. 
Amluxen; William Anderson; Mrs. G. I. Stringham. Standing: 
left to right: Leonard Hack, Nathan Hack and Dr. S. C. Abdoo. 


WE SELL AND SERVE “HARD-TO-FIT” CUSTOMERS 
WITH EXTRA ENTHUSIASM FOR THE-GOOD- 
WE-CAN-DO WITH W. B. COON SHOES... 


THE VOICE AT THE FITTING STOOL SPEAKS: 


Salesman William Anderson: “The woman who invests $12.50 in a pair of shoes 
expects quality, comfort, and a perfect fit—and the fact that she returns for 
more shoes with Tri-Balance built-in features demonstrates the merits of 


W. B. Coon shoes.” 


Salesman L. A. Marshall: “Monthly contests for double-ups demonstrate the 
ease of suggestive selling of W. B. Coon shoes. New customers very often buy « 
second and third pair on the spot, because they are instantly impressed with 
the comfort, fit and appearance of Tri-Balance Shoes. Selling these shoes is 
a cinch.” 

Leonard Hack: “Women are quick to grasp the difference between ordinary 
so-called ‘cookie’ shoes and Tri-Balance stabilizing features. The foot know: 
the snug heel and arch fitting qualities. 

A. T. Amluxen: “Carrying plenty of sizes and widths on numerous types of 
shoes on the same last enables us to sell more customers more shoes—with 
little effort.” 

Mrs. G. I. Stringham: “I personally am thoroughly sold on the unusual fitting 
qualities of W. B. Coon shoes with Tri-Balance features. I wear *em—and 
recommend ’em.” 

Dr. S. C. Abdoo: “Perfection of lasts and patterns in a variety of heel heights 
to meet with the therapeutic shoe needs of the patient has been very capably 
managed by the W. B. Coon Company.” 

Miss Rita Cooper: “A very large majority of shoe prescriptions filled by ow 
foot-fitting staff are for shoes with the Tri-Balance built-in principle.” 


Nathan Hack: “The Tri-Balance feature has eye appeal plus a stabilizing effect 
that quickens the decision to buy. W. B. Coon shoes are trade builders. 
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ATHAN HACK, successful shoe merchant of Detroit, says: “The 
back-bone of my business is the W. B. Coon line, carried in ample 
stocks, plenty of sizes and widths to serve hard-to-fit customers. 


“In every community there is an opportunity for merchants to serve 
better.and make better profits by concentrating their problem feet with 
this’great in-stock service house. 


“Our greatest friends have M.D. on their cards. We serve their patients 
with professional skill. You too can build a secure business. 


“Where there is pain—there is trouble. Relieve both with proper fitting 
and you are indispensable in your public service.” 


A—ARCH FITTERS: A semi-corrective, 
spectator and sports line built over spe- 
cial measurement lasts adapted to slim in- 
steps and narrow heels. 
B—FREE TREADS: A related series of 
broad tread straight lasts. 
C—OUTFLARES: A related series of 
broad tread outflare-lasts. (Both of 
the above groups are available with the 
TRI-BALANCE insole as well as in the 


conventional welt construction.) 


W. B. COON COMPANY: 


37 CANAL STREET ROCHESTER, N. Y. 
47 West 34th Street © New York City 








W. T. Cain and his son Kent who assists him in 
buying and management of the store. 


W. T. CAIN HAS OPERATED A SHOE STORE FOR THE PAST 43 YEARS. ONE SON AS- 


SISTS HIM IN THE BUSINESS AND ANOTHER TRAVELS FOR A WELL KNC' 


THERE’S a store in Princeton, Ill., which is a success- 
ful father and son organization. The store is that of W. 
T. Cain, started by Mr. Cain a good many years ago. 
Kent Cain, son of the founder, assists his father in the 
buying and management of the store. 

W. T. Cain writes: “I have operated a shoe store for 
the past 43 years, and Boot anp SHoe RecorpER has 
been our constant guide and counsellor with regard to 
style trends, promotions, store arrangement, merchan- 
dising; in fact, in all angles of conducting a successful 
shoe store. 
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SHOE FIRM 


giving the public 
1 Shoe Store—it’s 
yn his toes at all 


“Keeping abreast of the time: 
a square deal is the policy of th 
a great interesting game that keeps 
times. 


“IN going through our copy of the Recorper each 
week, we clip each article, picture of interior arrange- 
ment, window display, etc., that might be useful to us, 
and file them under proper headings for future refer- 
ence. When certain departments need pepping-up, we 
turn to this file for suggestions for promotion.” 
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UNITED PRODUCTS 


... STRONG LINKS IN A CHAIN 


OF SHOE FACTORY OPERATIONS 






UNITED PRODUCTS 
INCLUDE... 


ABRASIVES 
ADHESIVES 
“CELASTIC” BOX TOES 


CUTTING BOARDS 


AND BLOCKS e 
DIES ceo 
= _ 
EYELETS et 
SHOE LACES es 
FINISHING LIQUIDS BGo., cil ge Eten Sette 
NAILS AND TACKS | Ce) ae Rees = 
aay > ent 
NEEDLES AND AWLS * 
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SHANKS oS 
=f 
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INSOLE, MIDSOLE. = 
SOCK LINING < 
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supplies and equipment ne oe 
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O.p.!. 
OTHER PEOPLE’S IDEAS 


by JOHN F. W. ANDERSON 


November Dates 


November 4—Election Day 

November 10-16—Father and Son 
Week 

November 10-16—American Educa- 
tion Week 

November 11—Armistice Day 

November 20—Thanksgiving Day 
by Presidential Proclamation. 

November 27—Thanksgiving Day 
(in some states) 

November marks the second month 
of concentrated Fall buying and the 
beginning of the social season with 
attendant sales of evening shoes. Elec- 
tion Day offers promotion possibilities 
in the sale of shoes to first voters and 
also extra sales in many states that 
allow extra time off for voting. Father 
and Son Week is a natural money 
maker for the shoe store with shoes 
for father and son in the same style 
and the possibility of a double sale. 
Armistice Day probably won't be 
as important this year as in the years 
past. Thanksgiving Day varies again 
in different states of the union and 
marks the beginning of Christmas 
selling. 

” * * 


Direct to The Point of Sale 


Shoe stores can’t be sure that all 
their customers will see their news- 
paper ads, but if they send reprints 
of these ads out to mailing lists of 
regular customers and good pros- 
pects, they do know that they will cut 
down the margin of error. 

And, if they place an ad reprint 
in each shoe box taken by or sent to 
a customer, they can be pretty sure 
that the readership of that ad is going 
to be pretty nearly 100 per cent. 
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Do You Wear ’Em Yourself? 


A customer is surely more likely 
to believe your sales talk about the 
value and quality of the shoe you 
have on his foot if you are able to 
say, “I wear ‘em myself,” and then 
follow up with a proof of the wearing 
qualities that you have discovered 
about the shoes in service. For this 
reason, we think that it would be a 
good idea for shoe merchants to try 
to encourage their salesmen—by per- 
suasion or inducement—to wear the 
store’s shoes while on duty. 

_ + * 


Not in the Rule Book 


The usual custom in regard to dis- 
plays is to put them out where the 
customer is sure to see them—next to 
the entrance, at the end of the fitting 




















CO 





Novelties can always be promoted. 


chairs, opposite the seated customers, 
etc. But here’s a case down at Hearn’s 
Department Store, 14th Street, New 
York City, that defies the above rules, 
yet does a selling job. 

A rectangular display table is set 
up in the corner of the department. 
Shoes are arranged on a sloping top 
surface. Posts on the cerners of the 
table support six by four-foot display 
boards overhead. Lights concealed be- 
hind these billboards attract the eye 
from all over the shoe department to 
these shoes on display in the corner. 


* + 


You Can’t Miss This One! 


Placed in front of the elevators at 
Abraham & Straus, Brooklyn, is a 
shoe display case which is a perfect 
“suggestor” to all elevator passengers 
that the women’s shoe department is 
on that floor. 

The case, with glass sides and top, 
supported by metal legs, is about six 
feet long, five feet high and two and a 
half feet wide. New Fall styles are 
arranged on the floor of the case, on 
metal pedestals and catch the eye 
under warm overhead illumination. 

* * * 


“How Do I Look?” 


Here’s an idea that we saw in front 
of the Gotham Hosiery Store, 508 
Fifth Avenue, New York, which if it 
brings business into a hosiery store 
should certainly do the same for a 
shoe shop. A three-way mirror is set 
into the facing board below the win- 
dow glass. The mirror is at an angle 
so that the pedestrian on the street 
can adjust the angle of her eye and 
check the condition of her hosiery and 
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PUT HALLOWE'EN TO WORK FOR YOU 
(Barnett's Bootery, Inglewood, Calif.) 


BEST IDEA 


-OF THE WEEK. 





O. P. Ideator—“I have heard reports that you have 
a way of encouraging juvenile soapsters to turn their 
talents to good account on Hallowe’en—gaining many 
dollars in publicity and good will for your store 
through an unusual soap picture contest. Let’s hear 
more about it!” 


Manager I. N. Frost—“All retailers know that kids 
are bound to soap up their windows on Hallowe'en so 
that they have to spend considerable time the next 
morning cleaning it off. Last year I decided that 
instead of grouching and earning the ill will of the 
youngsters, I would be pleasant and gain their good 
will. Accordingly, several days in advance of Hal- 
lowe’en, I ran an ad in the local paper and also in 
the Shopping News, saying: 


HEY, KIDS! 


You Are Invited to Participate in 
Barnett’s Soap Picture Contest 
October 31st, 1940, Hallowe’en Night 
Children Are Invited to Soap Our Windows to Their 
Hearts’ Content! 


PRIZES For Best Pictures” 


O. P. Ideator—“A suggestion like that must have 
set a lot of Hallowe’en pranksters right back on their 
heels.” 


Manager Frost—“And a lot of other people, too, 
by the way the news spread. The columnist of the Ingle- 
wood paper gave it a long paragraph. The Los Angeles 
papers ran a news item on the idea—and as a result, 
hundreds of people from the metropolitan area made 
a point of driving by the store on Hallowe'en Night, 


or the next morning, to see the art work on the win- 
dows. As for the kids themselves, they made a Roman 
holiday of the invitation.” 


O. P. Ideator—“How did you carry on the contest?” 


Manager Frost—“We divided all our window space 

—two side and one big island window—with bands of 
chalk—into 18-inch squares. There were a number of 
artists at work almost before we finished. Some made 
merely crude marks, as they did on all the other win- 
dows in- town, but others drew really creditable pic- 
tures. Long before the evening was over each space— 
and there were more that 200 of them—was filled. 
Each youngster who really competed signed his name 
in soap. The judges were the artists on the Inglewood 
paper. 
“FIRST PRIZE was a pair of shoes, SECOND 
PRIZE a pair of sneakers. There were ten honorable 
mention prizes—each receiving a ticket to the local 
motion picture theater.” 


O. P. Ideator—“Out of curiosity I'd like to hear 
about the winning picture.” 


Manager Frost—‘‘An eleven-year-old girl drew a 
complete Hallowe’en scene, with shocks of corn, pump- 
kins, moon and flying hobgoblins. Scores of kids who 
could not find space watched their more fortunate 
companions, and the passing crowds also paused to 
note the hilarious scene. The windows were filled with 
Fall merchandise—school shoes for kids and adult 
shoes for sports, business and dress—all of which re- 
ceived the close attention of the passing crowds.” 


O. P. Ideator—“And this should appear in the 
ReEcoRDER just in time for other retailers to adapt it 


” 


for this year’s Hallowe’en. Many thanks! 





“Lovely shoes for starry nights” 





decide whether she needs to buy a new 
pair. The idea should be very useful 
for a shoe store and sell shoes by 
awakening the customer’s selling in- 
terest by contrast between the shoes 
on her feet and the new styles in the 


window. 
* * + 


It’s All in the Game of Selling 


We recently had a talk with a prom- 
inent department store shoe buyer. 
Here is the gist of his slant on adver- 
tising. It may be useful to you. 

Newspaper shoe ads are made up 
by specialists. The ad man goes over 
the shoes with the buyer and picks out 
the selling points that have been ef- 
fective in selling the shoes, or should 
be effective. These points are empha- 
sized in the newspaper ad. Just be- 
fore the ad is run, the buyer calls his 
salesmen to the bulletin board where 
he has mounted a copy of the ad. 


October 4, 1941! 


There he explains its selling points 
and suggests their effective usage in 
selling the shoes. Now, when the 
housewife comes in to look at shoes 
after seeing the ad, her mind has been 
made up along certain points empha- 
sized about the shoes in the ad. The 
salesman, following the blackboard 
drill, has been trained to continue her 
train of thought and sell her along 
these advertised points rather than to 
branch out on his individual selling 
technique. In this type of case, the 
customer is half sold by the ad, and 
any deviation in selling approach 
might spoil the sale. 
* * _ 


Sell Starters 


Here are a few ad phrases—some 
old and proven, some new but inter- 
esting—that may prove useful to you 
in Fall window display and news- 
paper advertising: 


“Annual Fall Harvest Sale” 

“Spot prices for Shoes on the Spot” 

“For Exciting Days 

“For Glamorous Nights” 

“Shoes that Walk to Fame” 

“If you love beautiful shoes at a 
moderate price, 
Come in and see our Fall collection” 

“For Football Games and Walking 
Comfort” 

“Tough Shoes for Boys that Play 
Hard” 

“Shoes for the man who 
wisely but well” 

“Smartly styled shoes for the hard- 
to-fit” 

“Complete Protection with Barefoot 
Comfort” 

“Shoes 
around” 

“Three staunch, sturdy, smart mem- 


bers of the SERVICE family.” 


buys 


that know their way 
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Stix, Baer & Fuller Open New 
Men’s Basement Department 


Sr. Louis, Mo.—Stix, Baer and Full- 
er, one of St. Louis’ three large depart- 
yent stores and a member of the 
4. M. C. group, has attacked the prob- 
‘em of getting men to buy shoes in a 
basement store by opening a new de- 
partment at the foot of a broad stair- 
vay leading from the men’s wear 
section, on the first floor. 

Herman Rubin, shoe buyer, points out 
hat although men object to shopping 
n crowded basement stores, they will 
go out of their way for exceptional 
alues so long as they can be fitted in 
convenient surroundings. This new 
basement shop is very accessible and is 
definitely separated from the traffic of 
the women’s section; it opens off the 
men’s clothing section. An attractive 
display case built waist high, next to 
the railing of the stair landing, over- 
looking the new department, is used as 
a lure. Shoes are offered at $3.50, 
$4.40, $5.00 and $5.50. Trade names 
such as Fleetwood, Wayland and Up- 
town are featured. 


St. Louis Firms Uncertain 
On Pricing Question 

St. Louis, Mo.—Fully cognizant of 
the trend toward simplification in de- 
sign, St. Louis stylists and designers 
are nevertheless working harder this 
season than ever, in an effort to build 
into their Spring lines that freshness 


and newness so essential to profitable 
merchandising. Style studios, pattern 
and pull-over houses are all working 


overtime. 


The great question in the minds of 
shoe manufacturers right now is what 
to do on prices. The uncertainties as 
to supply of materials plus those affect- 
ing labor make it difficult to establish 
prices that can be reasonably expected 
to remain in fixed retail brackets 
throughout the season. Already some 
of the $4.00 and $5.00 lines have had 
to move into the $5.00 and $6.00 brack- 
ets, and it is suggested the $6.75 style 
lines may eventually land in the $8.75 
range. 

The larger manufacturers of this dis- 
trict have shown that they are con- 
vinced that as the costs of living ad- 
vance they will have to increase wages 
and salaries proportionately. Recently 
a large producer announced a 5 per 
cent increase, effective November 1. 
They are keeping close watch on gov- 
ernment figures and have indicated that 
they consider it good business to do 
everything possible to keep pace with 
the rise. 


Accent on Two-Pair Sales 


Evmirma, N. Y.—‘“Lead a double life” 
urges a sign in the window of Rosen- 
baum’s shoe store on Water Street, 
which is illustrated with a pretty girl 
holding a brown shoe in one hand and 
a black shoe in the other, with har- 
monious color combinations on each 
side. 
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“And-furthermore, | don't-4ike—that Garbo crack!" 
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“This Job Pays 
BIG DIVIDENDS” 


says 
Wm. E. O'Neill 


MANAGER 
HEALTH SPOT SHOE SHOP 
807 S. HILL ST. 

LOS ANGELES 


“And the fact that no invest- 
ment is required gives every 
man an equal opportunity.” 


What Mr. O’Neill says is true. 
You do not have'to “pay your 
way” into a Health Spot Shoe 
Shop. 


The “big dividends” Mr. O’Neill 
speaks of, are a regular weekly 
salary and a liberal share of the 
profits. Under this plan, there 
is no limit to what you can earn. 
Your past experience and ability 
to get along with people and do 
a good selling job, will determine 
whether you are qualified to 
operate a Health Spot Shoe 
Shop. 

Your income grows as you build 
up the store’s volume. You are 
limited only by your ability! 


MEN WANTED 
Every time a new Health Spot 
Shoe Shop is established, there 
is an opportunity for some good 
man to create the kind of job he 
has always wanted. 

Send for an application blank 
today if you are interested in 
this profit-sharing plan. 


HEALTH SPOT SHOE SHOPS, INC. 


INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 











Fireside and Dormitory Fashions 


[CONTINUED FROM PAGE 23] 


and pretty. And with these costumes 
they want soft easy shoes in cor- 
duroy, felt, chenille or soft leathers. To 
most girls the only shoe worth having 
is something so soft that they can sit 
on it ... one knee doubled under .. . or 
slide into it as easily as into a scuff. 
Moccasins, shoes with soft counters 
and, of course, scuffs, all are popular 
types. Lined shoes for Winter wear .. . 
don’t forget them either. 

There is another kind of girl whom 
you should include in your promotion 
planning. And that’s the girl who 
wants something a little different. She 
will not care if there is a little more 
trouble involved in putting on the 
shoes. What she wants is style. Well, 
we have two suggestions for her... a 
strap shoe in red felt trimmed with 
bright gold nailheads. Straps, she 
should know, are important style news 
in street shoes for Spring, so why not 
in dormitory shoes? The other sugges- 
tion is the espadrille with its rope sole 


and smart ribbon lacings. If she didn’t’ 


have a pair for her Summer tailored 
sports slacks, it’s high time she became 
acquainted with them. If she has al- 
ready, worn them, then she knows that 
she wants another pair and that noth- 


ing looks prettier on the foot or feels 
more comfortable and right with her 
slacks. 

So much for dormitory fashions, You 
will probably find that the college girl’s 
mamma will be interested in these 
types, too. But don’t let her get too 
interested for you will, undoubtedly, 
have other styles which will please her 
just as well, and will also please 
younger women who are not the col- 
lege type. Better still, why not sell these 
customers a college dormitory shoe for 
one and a more dressed-up style for a 
second purchase? There are many 
styles available in this second group 

. pretty satin mules, soft colorful kid- 
skin slippers, velvet scuffs. There are 
all kinds of possibilities, such as laced 
ballet slippers in kid or satin . . . really 
a dressed-up version of the espadriile 
with leather sole . . . and novelty slip- 
pers and mules in moiré, brocade and 
mesh, as well as in satin and kidskin. 

With Christmas coming along ... 
less than 12 weeks away by actual 
count . . . you should be making your 
plans for one of the best seasons you 
have ever had. The occasion shoe... 
grouped in the four types we listed in 
our first paragraph ... is just one 





National Defense Increases Red Cross Job 


JOIN AMERICAN RED CROSS ade 


The work of the American Red Cross has been considerably increased by the 
national defense program through the necessity of constructing organization 
headquarters at 62 army camps and posts and the work of equipping, staffing 
and operating 67 new recreation buildings at various military posts in the United 
States, Alaska and Puerto Rico to care for the needs of the growing army. In 
addition to this, the 3,700 Red Cross Chapters throughout the country have home 
service workers prepared to help families with men in the Army or Navy meet 
problems that arise because of their service to their country. All this work is 
carried on from dues, contributions and gifts and because of the tremendous 
Fo ae 2 of the organization's work, the Red Cross is appealing to everyone to 

and do their sles toward furthering this work during the Red Cross Annual 

Roll Call, November 11-30. 
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promotion idea. The influences on de- 
signs in negligées and lounging clothes 
this Fall make interesting display and 
copy material. Many, if not all, of 
these influences are reflected also in lei- 
sure footwear. (We refer you again to 
our July 26 issue article, “‘At Home’ 
in Four Moods”). Briefly, here are the 
influences worth studying . . . military, 
nautical, Chinese, gaucho, masculine 
and very feminine. 


Winter’s Ahead 
[CONTINUED FROM PAGE 23] 


boots that weigh in the neighborhood 
of ten pounds, the skier likes to telax 
in some lighter-weight shoes. For this 
he wants a shoe that is easy to slip on 
and off, light in weight and yet sturdy 
enough if it’s necessary to go outdoors 
for any purpose. 

Perhaps the best shoe that fits this 
need is the Norwegian slack shoe which 
is seen more often than any other style 
around the ski lodges. Another shoe is 
the shearling lined slipon or strap shoe 
that is both warm and comfortable. 
Both serve their purpose admirably, 
but the field is wide open for the de- 
velopment of additional styles along 
this line. 

There are few spots in the country, 
discounting the South, that don’t have 
some sort of skiing weather—at least 
they all have traveling facilities for 
reaching the skiing spots—so if you’re 
planning on getting in on these winter 
profits, now’s the time to look over your 
boot situation. 


All Aboard for Dixie 


[CONTINUED FROM PAGE 25] 


cream color leather is effective in spec- 
tator shoes combined with Town 
Brown, Golden Tobacco and Airway 
Blue. Airway Blue and Turftan con- 
tinue as the important contrast trim- 
ming colors with white. 

Bootmaker finish in two new shades 
was also discussed in “Hints for the 
Winter Resort Season.” These two new 
light color military polishes will be tried 
out in resort shoes, both tailored and 
casual. The Olive Drab shade will be 
used on leathers in neutral and medium 
tans. The R.A.F. Blue has a grey tone 
and will be used on grey and military 
blue leathers. These polishes are real 
news for a resort season and should 
enable you to sell a dark shoe for every 
southbound wardrobe. Don’t forget that 
the dark shoe has many uses even in 
tropical or semi-tropical climes. There 
are grey days even in Florida and there 
is the trip down to be taken into con- 
sideration and there is an occasional 
revolt against light clothes. 

Last, but not least, there are dressy 
shoes. Here, white and brilliant trop- 
ica] or pastel combinations in prints 
and leathers will again be number one 
favorites. Embroidery and mesh look 
good. And lace ... we give two ex- 
amples here . . . looks very new. 
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Career Man in 
Shoe Retailing 


[CONTINUED FROM PAGE 27] 


“You know Robins of the Men’s 
Shop?” he questioned. 

Ed nodded. 

“Well, that old man’s his father. And 
the best shoemaker I ever knew. You 
know, when you start a custom shop 
here, combined with a repair shop 
you’re planning, you’ll make Hughson 

e red, purple and green, don’t you?” 

Within two months old Mr. Robins 
had a workshop with four fine old 
workmen. Repairs were beautifully 
done and special shoes were made for 
feet crippled by arthritis, hurt by mow- 
ng machines, etc. 

True, Mr. Robins still had to have 
his diet supervised by Dr. Breen and 
had to have injections twice a week. 
But he enjoyed his work to the full and 
would never leave the shop until his 
work for the following day was finished, 
no matter how late it made him. 

Seeing how delighted the old people 
were to be back at work. benches, other 
shops in the town thought up ways and 
means of putting old people to work, 
so Ed’s address to the Round Table 
Club was unnecessary. As the Gover- 
nor had said, Mytown believed in doing, 
not talking. 

The experience of the older people 
and their knowledge was useful in many 
ways. One day the Governor’s wife 
came in to the store. Ed felt that she 
would have preferred to have Jack wait 
on her. But she indicated she wanted 
him so he tried his best to please her, 
trying on pair after pair of shoes. 

Finally, old Mr. Robins came over. 
“Ella, what’s the matter with your 
feet? You never used to be cranky 
about your shoes. What size are you 
fitting her with—7C? Ella always wore 
a 5%/B. Let me see your feet!” He 
pushed Ed aside gently and sat down 
on the stool, took off the shoes the Gov- 
ernor’s lady was trying on. 

Then he probed and pushed at her 
feet, had her stand up and walk in her 
stocking feet. He watched every move- 
ment carefully. “Heard you had the 
flu,” he observed. “Got up and was 
frisking around too soon. Never could 
keep you quiet. Now your feet are 
complaining, aren’t they? The new 
shoe men will say, ‘Madam has a fallen 
arch’ and give you longer shoes. They'll 
still hurt. You’ve got plain flat feet.” 

Ed trembled at what the Governor’s 
wife would say to such plain talk. But 
she laughed. 

“That’s a relief. I was wondering 
what ailed me. I was going to the Capi- 
tal tomorrow to be looked over.” 

The Governor’s wife shook hands 
with him fervently when she was ready 
to leave, havi had shoes sold her 
which would support the arches until 
her feet went back to normal. “You're 
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Lata 


Goatskin 


is young feet play healthfully 


sorts of abuse and come 
out unscarred. 


Pre-School Shoes 


shown ina Trimfoot Pre-School 
Shoe with “Cuddle Back’ 
construction. Style No. 5020 


* Trade-mark Registered U. S. Patent Office, An Exclusive Tannage of 


JOHN R. 


a lucky young man to have all these 
skilled men working with you. And 
we’re all lucky, too.” 
Ed bowed. But mentally he was say- 
ing. “I’m lucky? You're telling me!” 
Dr. Breen looked in, “Your bread on 
the water’s coming back cake!” 


Orlick to Open New Stores 
in South 


M1aMI, FLA.—Ben Orlick, well-known 
to many in the shoe industry, announces 
that he is about to enter the chain store 
business and expects to establish sev- 
eral retai] stores in various parts of 


EVANS & CO., 


CAMDEN, N. J. 


this state under the name of Bond 
Shoes. The first store.is to be opened 
about Oct. 15 in the Lerner Building, 
West Palm Beach. 

The individual units going to make 
up this chain will be operated by a 
newly-organized company known as 
Bon-Shu, Inc., of which Moe Rosen, a 
New York City merchant, is president 
and secretary, and of which Mr. Orlick 
is vice-president and treasurer. Sep- 
arate from the chain will be Mr. Or- 
lick’s present store, also known as Bond 
Shoes, now being operated as a cancel- 
lation shoe store, at 131 Seybold Ar- 
cade, this city. 











‘““HERE’S A HINT on what our customers 
are looking for, right here in this survey!” 


























BETTER STOCK CONTROL SYSTEMS 











BETTER DISPLAYS 








BETTER SALES MANUALS 





BETTER MATERIAL-FOR MAILING 








* Questioned in nation-wide survey. Full details available on request. 


HERE ARE FACTS THAT WILL HELP YOU CAN BUILD FIBRE-SORTING 
YOU SELL INTO YOUR SELLING 
Yes, an added feature in the shoes often provides England Walton Fibre-Sorted Soles give you 
just the right extra punch that makes the sale. the advantages of 
Many retailers also know that “England Walton .. + extra care in sorting by men with years of 
fibre-sorting for more even wear” is one of those experience in this painstaking work. 


extra money-making features. ‘ : 
..+ extra care in matching — more even wear, 


more even flexibility, arch-support and strength. 





... extra sales points easily used at the point of 


“WAIT A MINUTE... 
sale. 


lh, shoe manufacturers! E-W Fibre- 


Sorti saga Fnac 
roe, Bical ites Peder dee England Walton Division A.C. Lawrence Leather Co. 


the sole room, too! Sometimes 

as much as an hour a day!” Boston, Camden, Peabody, New York, St. Louis, Columbus, 
Milwaukee, Los Angeles, San Francisco, Ashland, Ky., 

Newport, Tenn., Hazelwood, N. C. 


ENGLAND WALTON/24<SOLE 




















QUICKER TO SOLE...EASIER TO SELL 
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Majority of Army Shoe Bids Rejected 





Decreases Orders to 423,000 Pairs Service Shoes Instead of 
Originally Contemplated Million Pairs — Move Held 
Prompted by Dissatisfaction Over Mounting Prices 


Boston, Mass. — Rejecting a large 
number of the Sept. 16th bids on army 
service shoes, procurement officers at 
the local Army Base, acting on author- 
ity conferred by the Quartermaster 
General in Washington, have decreased 
by more than 50 per cent the number 
of pairs to be bought at this time. It is 
generally accepted as a fact that this 
move was prompted by dissatisfaction 
with the continued upward trend in 
prices asked for these shoes and there 
are reports in the leather trade that 
action of some kind may be expected in 
Washington. Contracts which were an- 
nounced recently as a result of the bid- 
ding on Sept. 16 totalled only 423,000 
pairs instead of the total of 1,000,008 
pairs originally contemplated. 

Prices at which these contracts were 
awarded ranged from $3.47 cents per 
pair for leather-soled shoes to $3.625, 
representing an average increase of 
about seven cents per pair over the 
prices paid early in August. Contracts 
for composition-soled service shoes were 
awarded at prices ranging from $3.39 
to $3.50—an average increase of nine 
cents per pair. Contracts are as fol- 
lows: 

Leather-soled shoes—J. F. McElwain 
Co., Nashua, N. H., 36,000 pairs at 
$3.47... Endicott-Johnson Corporation, 
Endicott, N. Y., 16,000 at $3.54. Wey- 
enberg Shoe Mfg. Co., Milwaukee, 50,- 
000 at $3.55. Hill Bros. Co., Hudson, 
Mass., 25,000 at $3.61. Ansin Shoe 
Mfg. Co., Athol, Mass., 30,000 at $3.625. 
Belleville Shoe Mfg. Co., Belleville, IIl., 
25,000 at $3.625. Total—182,000 pairs. 

Composition-soled shoes — Endicott- 
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Johnson Corporation, 21,000 at $3.39. 
International Shoe Co., St. Louis, 90,000 
at $3.46. Holland-Racine Shoes, Inc., 
Holland, Mich., 30,000 at $3.46. Charles 
A. Eaton Co., Brockton, Mass., 100,000 
at $3.50. Total—241,000 pairs. 
Announcement has also been made of 
the award of contracts to make 1,501,- 
200 pairs of tan laces for use in the 
new garrison shoes at prices ranging 
from 1.5 cents per pair to 1.6 cents. 
Six manufacturers shared in the awards. 


Sport Shoes Not Included in 
Tax on Sporting Goods 


Boston, Mass.— Under an official 
ruling made at the request of the New 
England Shoe and Leather Association, 
the Internal Revenue Bureau of the 
U. S. Treasury Department has laid 
down the principle that manufacturers 
of sporting shoes such as ski boots, 
spiked golf shoes and skating shoes are 
not required to pay any excise tax un- 
der the terms of the recently-passed 
1941 Revenue Act. The act, as passed, 
levies such a tax on all “sporting 
goods” but does not specifically exclude 
shoes. The recent ruling makes it ob- 
vious that the intent of Congress was 
not to include footwear in the “sport- 
ing goods” classification. 

Another ruling, also requested by the 
NESLA, exempts rubber soles and heels 
from the provisions of the act which 
impose an excise tax on rubber articles. 

The United States Army also has 
taken this act into consideration in its 
buying program, as well as others 
which may be passed in the future. The 
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Procurement Division of the local Army 
Base announces that, in accepting bids 
for footwear, it will be assumed that 
the prices given in the bids include all 
taxes, levies, etc., which may be in force 
at the time the bids are made. If any 
such taxes or levies should subsequently 
be increased or decreased, “then the 
prices named will be increased or de- 
creased accordingly.” 


Draper Joins I. Miller 
In Rochester 


RocHeEster, N. Y.—Allan R. Draper, 
former director of the New York State 
Shoe Retailers Association and a well 
known shoe man, is now associated with 
the retail shoe store of I. Miller Stores 
Company on East Avenue, here. 


L. H. Hansel Named 
Felters Co. Head 


Boston, Mass. — Reorganization of 
the executive branch of The Felters 
Company, made necessary by the re- 
cent death of W. C. King, Sr., has re- 
sulted, it is announced, in the election 
as president of L. H. Hansel to succeed 
the late Mr. King. Mr. Hansel will 
serve also as managing director of the 
company, which not only manufactures 
felt but felt products as well. 

Associated with Mr. Hansel in the 
direction of the affairs of the company 
will be W. C. King, Jr., who has been 
elected vice-president in charge of sales 
and clerk of the corporation; G. H. 
Wood, vice-president in charge of pro- 
duction and research; and E. M. Guil- 
laume, vice-president and treasurer. 

Mr. Hansel has been in the felt busi- 
ness for the past seventeen years, be- 
fore which he had spent four years in 
the grain business, two of which were 
on the Chicago Board of Trade. He is 
43 years of age, a graduate of Yale Uni- 
versity and served with the American 
forces during the first World War. 











“GALOCHA moderna 


A product of BRAZIL 
Made of pure Para rubber 


MOST POPULAR 
IN SOUTH AMERICA 


NEW rubber 





@ An_ entirely 
overshoe. 
Unlined and elastic, so it is 
flexible, stretches like a rub- 
ber band. 


*REG. U. S. PATENT OFF. 








@ Zephyr weight. 
There is nothing in excess, just watertight protection. 
@ Easy to Fit. 
It adapts itself to size and shape of shoe. 
@ Easy to stock. 
Only three sizes to buy—small, medium and !a-ge. 
@ Always stay put on the shoe. 
@ Easy to merchandise. 
They appeal for design, for lack of bulk (they fold up to pocket size). They are 
perspiration proof, non skid, and streamlined. 


AL WAYS IN STOCK Price. sample pair $1.45 prepaid 


GENERAL U. S. AGENT: A. K. MAURO, 538 WIDENER BLDG., PHILADELPHIA, PA. 
aes Se West Coast: Wilson Connolly Agents for New York: John Winter & Co., 
ictories Co., Los Angeles, California 22 West 45th Street 











Six Windows Tell Altman’s Fall Shoe Story 


New York—Style coordination was the theme of the group of six Fifth Avenue 
windows recently used to give women a comprenhensive idea of the completeness 
of B. Altman's shoe assortments for every Fall costume and occasion. Framed in 
a simple architectural background in each of the windows were two dressed fig- 
ures. Immediately in front of the figures, five tapered boards, covered in velvet- 
een to match the background and set off the shoes, were “rayed" down across a 
sloped mirror. About fifteen shoes together with some bags, gloves and costume 
jewelry, were used in each window, together with an appropriate card. Each 
cord carried a definite “sales talk". 








N.Y. Shoe Men 
Pick Convention Dates 


RocHester, N. Y.—John A. Beau- 
mont, president of the New York State 
Shoe Retailers Association, announces 
that its annual meeting will be held 
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June 14, 15 and 16, 1942, at Hotel Stat- 
ler, Buffalo. It was voted at the annual 
gathering in Syracuse to meet in Buf- 
falo in 1942, but the exact dates as well 
as the hotel were not decided upon at 
that time. 


The following committee has been 


named to complete the arrangements: 
William Pidgeon, Rochester, chairman ; 
Charles E. Knox, Batavie; Harry J. 
Deters, Michael Santercole and Fred 
Manning, Buffalo. 

Among all of the retail shoe organi- 
zations in the country, the New York 
State Shoe Retailers Association is 
unique because of the fact that it has 
never in recent years held a style show 
at its annual meetings, nor has it ever 
charged a fee to shoe manufacturers 
who have shown their shoes at these 
gatherings. 


N.S.R.A. Endorses 
Leather Shows 


New York—The following letter was 
received by George H. Mealley, chair- 
man of the Exhibit Committee of the 
Tanners’ Council of America, from L. 
E. Langston, executive vice-president 
of the National Shoe Retailers’ Asso- 
ciation: 

“I believe it will interest you to 
know that I heard more comment dur- 
ing our recent style conference and 
leather show, in regard to the impor- 
tance of the leather show and the 
subject matter covered in our style 
conference programs, than ever before. 

“I knew, of course, that manufactur- 
ers placed great importance on the 
leather show because of the oppor- 
tunity for them to see and compare the 
various tanners’ exhibits, but it never 
occurred to me, until our recent style 
conference and leather show, that so 
many retailers are also taking advan- 
tage of the opportunity to familiarize 
themselves with the leathers and colors 
featured for the coming seasons. This 
growing interest in the leather show 
on the part of retailers is doubtless 
brought about by the necessity for 
earlier buying, and I am of the opinion 
that the importance of the leather ex- 
hibits, in conjunction with our style 
conference, has become an essential 
activity of the industry. 

“T want to assure you and your asso- 
ciates of the Tanners’ Council of our 
great appreciation for the excellent 
cooperation you have given us in all 
matters pertaining to this joint ac- 
tivity.” 


To Celebrate 
30th Anniversary 


Detroit, MicH. — Stiglitz Quality 
Shop, here, will celebrate its thirtieth 
anniversary in October. The company 
plans a remodeling program early next 
year, in which the entire lighting sys- 
tem will be modernized, air condition- 
ing will be installed, the display win- 
dows and the interior will be rear- 
ranged. It is expected that the store 
will use part of the second floor, afford- 
ing more room for operations. 

Stiglitz specializes in shoes for men, 
boys and children. It does a large police 
shoe business, Stiglitz Super Arch 
Shoes are shipped from the store to 
every state in the union. 
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JERSEY is a color for fashion-minded merchants 
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MARACAIN 810 7 2 GLAZED KID 810 


New Castle Division - Mlied Ki ompany 


100 Gold Street, New York City 
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SAFETY SHOES 
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Ballet Slippers 





BROOKS SHOE MFG. CO. 
Swanson and Ritner, Phi 
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Children's Shoes 
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The C. A. Haines 
Shoes for Children 


IN STOCK 


£2104 
White Elk 


SUPERIOR SHOE CO., 


E. Columbia St., 
Fort Wayne, Indians 
- Les Angetes, Cal. 





This Window Really 
Stopped Him 


Cicero, ILL.—An attractive shoe win- 
dow display helped to foil a bandit who 
had just held up a Feltman-Curme shoe 
store here. A gunman entered the Felt- 
man-Curme Shoe Store at 5942 Sermak 
Road, and emptied the cash register of 
$41.90. Then he made the mistake of 
lingering to examine a pair of shoes in 
the window. Two clerks leaped upon 
him, disarmed him and held him for the 
police. 
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Saks Launches Brilliant Shoe Styles 


— \ 


One of the dramatic evening sandals shown on Saks-Fifth Avenue runway. 


of 


black suede with gold kid trim, it is called “Slave Clog”. 


New York — Shoes and coordinated 
stockings were dramatically presented 
by Saks-Fifth Avenue in a recent style 
show in which 65 styles were shown on 
the runway with only the manikins’ 
legs and feet visible. Manny Gerton, 
head of the store’s shoe department, 
was the commentator. 

The show opened with a collection of 
sports shoes with suede featured. An- 
tiqued tan, bright red, blue and moss 
green were the featured colors in the 
suede sports group and the town shoes 
in polished leathers. The new Saks 
promotion of “Kayaks,” the shoe with 
the molded sole, was included in the 
sports and walking group. 

Other highlights were the very high 
platforms or clogs for street and eve- 


ning; ballet types with crossed ribbon 
lacings and some even more sensational 
new ideas. Both very high and very 


low heels were featured in the show. 


Treatments, especially in trimmings, 
were equally extravagent. Leopard, 
ermine and mink formed bows on day- 
time and evening models. . Nailheads 
were popular in both types. Hand- 
crocheted wool buckles struck a new 
note. Mountain snake was also popu- 
lar. Rice pearls and jewels were lavish- 
ly used on evening sandals. Jewel 
studded strip sandals were back again 
in this collection. Lace trimming... 
black lace sometimes in dramatic con- 
trast to the brilliant satin shoe .. . was 
a striking new idea. 





Army Places Open Market 
Order for Shoes and Lasts 


Boston, Mass.—Army service shoes 
and lasts valued at more than $250,000 
have been purchased in the open mar- 
ket, it was announced recently at the 
local Army Base. Included among the 
orders placed are: 

Garrison shoe lasts:—Schelter Last 
Co., Rochester, N. Y., 2,857 pairs at 
$1.62 per pair; Western Last Co., St. 
Louis, 2,857 at $1.65; Morton Last Co., 
Cincinnati, 2,857 at $1.68; United Last 
Co., Boston, 8,527 at $1.68; and Jones 
& Vining, Inc., Brockton, Mass., 2,857 
at $1.68. 

Munson lasts for service shoes:— 
Woodard & Wright Last Co., E. Bridge- 
water, Mass., 3,115 pairs at $1.65 per 
pair; Jones & Vining, 3,115 at $1.65; 
and McNichol & Taylor, Lynn, Mass., 
3,090 at $1.65. 

Service shoes (non-tariff sizes) :-— 
W. L. Douglas Shoe Co., Brockton, 
Mass., 25,008 pairs at $4.68 per pair. 


Leather-soled service shoes (tariff 
sizes):—Weyenberg Shoe Mfg. Co., 
Milwaukee, 25,000 pairs at $3.71. 

Competitive bidding has resulted in 
contracts to the Shoe Lace Co., of Law- 
rence, Mass., to make 166,528 pairs of 
black cotton laces for use by the Civil- 
ian Conservation Corps. The order was 
placed in three lots at prices ranging 
from 1.89 cents per pair to 1.91 cents. 


Boot Contracts Awarded 


Boston, Mass.—The local Army Base 
has announced the award of contracts 
to make 25,260 pairs of leather boots 
with legging tops for the regular 
Army. Bids were opened Sept. 12 and 
the International Shoe Co. of St. Louis, 
was awarded one lot of 18,000 pairs 
at $7.25 per pair. Following the bid 
opening, a contract was negotiated 
with the J. M. Connell Shoe Co., of 
South Braintree, Mass., to make the 
balance—7260 pairs—at $7.75 per pair. 
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Washington News Reel 


[CONTINUED FROM PAGE 19] 


f the National Shoe Retailers Association. 


“Such trends should be of particular value to retail- | 


crs,” OPA comments, “since excessive style variations in 


hoes lead to heavy inventory-to-sales ratios, a major | 


oroblem of the shoe retailing business.” 


After listening to industry representatives, govern- | 
ment spokesmen also forecast that as a concomitant to | 
the reduction in the variety of leather colors there prob- | 


ably will be an increase in the hand-staining of shoes 
by retailers. They see in this antiquing process the 
chance of toning down surface aberrations that might 
discourage the use of otherwise good upper leather. 


G OVERNMENT conservationists likewise are plugging | 


for shoe designs that call for smaller pieces of leather 
than are used in conventional type shoes. Mentioned 


specifically in this connection are Norwegian moccasin | 


styles. 


OPA’s consumer division under Harriet Elliot, former 


dean of women at the University of North Carolina, has 


an all-out program planned for standardizing consumer | 


goods, promoting bigger and better labeling of mer- 


chandise, and improving wrapping and packing methods. | 


* * * 


DONALD M. NELSON insists that standardization is | 


not in the cards. Simplification is the word, he says, 
emphasizing that there is a world of difference. 
For example, SPAB doesn’t propose to standardize 


styles, Mr. Nelson says. The Government doesn’t plan | 


to tell the American people that they must sit in stand- 


ardized chairs, wear standardized shoes, listen to stand- 
ardized radios and crawl into standardized beds at the | 


end of a standardized day. 


Mr. Nelson reasons along these lines—every retailer | 
knows that he does most of his business on a small part | 
of his stock. If he could carry fewer styles and sizes— | 


fewer styles of shoes, washing machines, fewer styles 
of overcoats and dresses—if the undesirables were 


culled and dropped wisely. Under such circumstances. | 
he argues that consumers wouldn’t have to take much | 


of a rap through simplification. 


a aa 


SPEARHEAD of the new OPM division of contract 
distribution is Floyd B. Odlum, who heads the $100,- 
000,000 Atlas Corp., largest investment company in the 


United States. Small plants, whatever they manufac- | 
ture, have been assured by Mr. Odlum that they have a | 


place in the all-out defense picture even though they 
are catalogued as “high cost producers.” On Mr. Od- 


lum’s agenda is a plan for speedy conversion to defense 


production of plants catering to “less essential civilian | 


” 
uses, 
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PROOF THAT CUSTOM CHARACTER NEED NOT BE EXPENSIVE 


BOSTON, MASS 
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Some styles higher 


Original and Distinctive 
STYLING 


in all patterns ... style ... staple . . . and 
sports . . . makes Taylor-Made Shoes one of 
the easiest-to-sell lines in America. But, better 
yet, Taylor-Made Shoes stay sold because they 
have built-in value that fully lives up to the 
wearer's expectation. No shoe could have 
gained a reputation for high value and de- 
pendability ... and kept it for fifty years . . 
unless it consistently delivered more than most. 
That's why Taylor-Made Shoes are so popular 
with keen retailers from coast to coast. 


At left 

CUSTOM No. 5019 
“Timber Tanned” up- 
pers. Full leather lined. 


Advertised in 


0-SO-EZ-E No. 5012 
“Timber Tanned” up- 
pers. Bootmaker finish. 


NOVEMBER 3 


E. TAYLOR CORP., 
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Workshoes 
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eemeeeneee MEN'S & BOYS’ WORK SHOES 


Stands 


Honest Value 
In Boery Pair 
OBERTS-HART, INC. 
KEENE, N. H. 
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NEWFLEX PIGSKHRIN 


NNERSOLE 
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Cowboy Boots 
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“Standard of the West Since 1879" 


COWBOY BOOTS 


Folks are ‘‘Going 
Western,” and your qual- 
ity trade will demand the 
original Justin Cowboy 
Boots. Put these Justin 
style leaders in your stock 
and watch them sell at a 

nice profit. 

Write for Cata- 

log and prices. 


H. J. JUSTIN & SONS, Inc. 
BOX 548 FORT WORTH, TEXAS 


Buys Partner’s Store Interest 


EMMETSBURG, IowA—Ralph Soeth has 
sold his interest in the A & S Shoe 
store here, to his partner, Carl Ander- 
son, and will go to California to live. 

The store was established here about 
five years ago by the partners, who 
bought a shoe store at Estherville, 
Iowa, three years ago that has been 
operated by Mr. Anderson while Mr. 
Soeth managed the one in this city. 
They later bought one at Carroll, Iowa, 
that they have operated with a man- 
ager. 

Mr. Anderson has come here to oper- 
ate the A & S store while Mrs. Ander- 
son will manage the one at Estherville 
until other arrangements can be made. 
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Dates Set for Central States Show 





Second Annual Showing to Be Held May 17-20 at Morrison 
Hotel—V ote to Extend Time to Four-Day Meeting 


CHICAGO, ILL.—Extending the second 
annual Central States Shoe Fair to a 
four-day meeting, the executive com- 
mittee set the dates for the 1942 show 
as May 17, 18, 19 and 20 at its first 
official meeting held at the Hotel Mor- 
rison, September 28. A luncheon, a 
shoe man’s frolic, and a grand prize of 
a free vacation trip to a visiting shoe 
merchant were announced as highlights 
of the show, which will again be held 
at the Morrison Hotel. 

Carl E. Verburg, chairman for 1942, 
presided. at the meeting. Present were 
representatives of the Chicago Shoe 
Travelers’ Association, the Michigan 
Shoe Travelers’ and Retailers’ Associa- 
tion, the Wisconsin Shoe Travelers’ As- 
sociation, the Wisconsin Shoe Retailers’ 
Association and the Illinois Shoe Re- 
tailers’ Association. In view of the 
success of last year’s meeting, the com- 
mittee voted to extend this show to four 
days to give the shoe merchants and 
buyers additional time for the selection 
of their lines. It was also decided to 
hold a luncheon, and in place of a ban- 
quet, a frolic to include a buffet supper, 
a floor show and a dance. A free vaca- 
tion trip to Mackinac Island will be 
offered as a grand prize to visiting mer- 
chants and will be awarded at the 
frolic. 

W. L. Drummond was appointed of- 
fice manager for the 1942 show and 
will be in charge of reservations, which 
are now being accepted at headquarters 
in Parlor 8, the Morrison Hotel, Chi- 


cago. Other appointments announced 
by Mr. Verburg were Urban K. Allen, 
publicity chairman; Curtis Johns, en- 
tertainment chairman; Mr. Drummond, 
registration chairman; Otto Dumke 
and E. H. Dickinson, program chair- 
men; H. B. Lovall, reception chair- 
man; and for attendance, W. J. Craw- 
ford, of Crawford Shoe Stores, Peoria, 
Ill., for retailers; and Roland E. Lips, 
for travelers. 

Mr. Allen was elected to fill the 
vacancy of vice-chairman for the Chi- 
cago group and George Slater was re- 
elected secretary-treasurer. Other vice- 
chairmen previously elected are Algot 
Bowman, of the Illinois Retailers’ As- 
sociation; L. L. Imig, of the Wiscon- 
sin Shoe Travelers’ Association; Sid 
Weber, of the Wisconsin Shoe Retailers’ 
Association, and Curtis Johns, of the 
Michigan group. 

Central States Shoe Fair for 1942, as 
last year, represents the cooperation 
of retail and shoe traveler groups in 
this area. Last year’s show was pre- 
sented by the above named groups plus 
the cooperation of the Northwest Shoe 
Travelers’ Association. Other groups in 
this area will be invited to participate 
in the 1942 show and will be advised 
that by so doing they ‘will not lose their 
identity as an independent group. 

Mr. Verburg announced that the next 
official meeting will be held Jan. 4, 
1942, on the eve of the National Shoe 
Fair. 





Called to OPM Service 


Edward L. Drew, statistician of the Tan- 
ners' Council of America, who has been 
given an indefinite leave of absence in 
order to accept the position of business 
specialist in hides and leather in the 
Office of Production Management, Wash- 
ington, D. C. Mr. Drew has been con- 
nected with the Tanners’ Council since 
1929. He served as statistical assistant 
for several years and has been statisti- 
cian in charge of the Council's Trade 
Survey for the past six years. 


Defense Stamps Sales 


Show Increase 


WASHINGTON, D. C.—Sale of $4,453,- 
748 in Defense Savings Stamps during 
August showed an increase of 30 per 
cent over sales in July, the Treasury 
Department has announced. 

Total sales for the four months since 
the Defense Savings Program started 
on May 1 last were: May, $3,475,070; 
June, $2,802,345; July, $3,288,283; Au- 
gust, $4,453,748. 

A breakdown by denominations of 
Defense Savings Stamp sales for Au- 
gust follows: 
Denomina- Number 

tion Sold 
10c. 2,665,715 
25c. 10,130,891 
50c. 1,220,739 
$1.00 765,225 
$5.00 55,772 


Value 
$ 266,571.50 
2,532,722.75 
610,369.50 
765,225.00 
278,860.00 


Dudman Opens Own Store 


Los ANGELES, CALIF.—E. B. Dudman 
has resigned as buyer at the Bullock 
Wilshire shoe salon after a service 
there of 13 years. He will open his own 
shoe store in Salt Lake City. 
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Committee Plans for 
1942 M.A.S.R.A. Meeting 


PHILADELPHIA—The first meeting of 
the management committee in charge 
of the details of the 1942 convention 
and shoe show of the Middle Atlantic 
Shoe Retailers’ Association, which will 
be held at the Hotel Benjamin Frank- 
lin on January 18, 19 and 20, was held 
at that hotel on Sunday, September 28. 

The management committee oper- 
ates under the chairmanship of the 
M.A.S.R.A. president and is made up 
of members of the association and rep- 
resentative members of the exhibiting 
manufacturers, wholesale houses and 
shoe travelers. This for the purpose of 
representing al! branches of the in- 
dustry interested in the convention and 
the show. 

The meeting this week was concerned 
chiefly with the broad outlines of the 
program. Presiding was Robert Hem- 
hauser, president of the M.A.S.R.A., 
and the attendance was generous, rep- 
resenting all the interests involved. 
After the preliminaries of opening the 
meeting, reading the minutes of the 
previous one, and some opening re- 
marks by the president and C. A. 
Mensch, secretary, the committee got 
down to real work in planning the fea- 
tures and program for the convention. 

While more feature attractions of 
real and profitable interest to the mem- 
bers of the M.A.S.R.A. and visiting 
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retail shoe merchants will be offered in 
1942 than has been true of the more 
recent conventions of this organization, 
the program will be so planned that 
the shoe men will have even more time 
free to accomplish the main object of 
the gathering, the visiting of the ex- 
hibitors’ displays. To accomplish this, 
a strict time-table will be observed for 
the programs of both Monday and 
Tuesday. Tuesday’s program will con- 
sist of entirely new features that are 
expected will be of major interest to 
convention attendants, and to which 
a great deal of thought was given at 
the meeting. A plan that was first used 
at last year’s convention, but which 
was adopted too late to be completely 
effective, will be worked out for the 
coming convention in January. 

A second meeting of this committee, 
at which reports will be made and the 
complete program formulated, will be 
held on November 30. 


Leases Children’s Department 


SEATTLE, WaSH.—Mrs. H. H. Nye 
has leased the children’s shoe depart- 
ment in the MacDougal-Southwick De- 
partment Store where she is concen- 
trating on the Weatherbird line of 
shoes. For the past ten months Mrs. 
Nye was employed in the children’s shoe 
department at MacDougal-Southwick 
department store and for ten years pre- 
vious to that in the children’s shoe de- 
partment at Rhodes Department Store. 


R. E. Murphy Named 
Associate Buyer 


HoLyoKE, MAss.—Ralph E. Murphy 
has been named associate buyer of 
women’s shoes at Thomas S. Childs 
Shoe Store here, and a party was given 
in his honor at which the employees of 
the store were present. The party was 
held at the Roger Smith Hotel. 

Mr. Murphy, who is a native of 
Greenfield, has been buyer for the W. 
G. Simons Shoe Store in Hartford, 
Conn., which is owned by the Childs 
family. Alfred P. Beauchemin will con- 
tinue at Childs as the senior buyer of 
women’s shoes. Mr. Beauchemin has 
been with the Childs store since 1898. 


Johnson in New Store 


NortH HoLLywoop, Ca.Lir. — Robert 
H. Johnson is in his new store at 5322 
Lankershim Boulevard. This store is 
the result of a conviction that a smart 
neighborhood store should have a 
friendly neighborly appearance and 
plenty of shelf room for a complete 
stock of sure-selling children’s, women’s 
and men’s shoes. 

Public acceptance of the new store 
has more than justified the move, the 
owner finds. Before locating in this 
community, Mr. Johnson owned a smart 
shoe store in Denver and is most happy 
with his present set-up. 
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If customers’ good-will be your goal, 
Give them Newflex Innersoles. 
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LITHOX EXTRA WEAR SOLES 
LITHOX SQUARE CORD 


SOLES AND HEELS 


Flexibility, Wear and Comfort 
At Low Cost 
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Canadian Retailers Expect No 
General Increase in Shoe Price 


MONTREAL, CANADA—Fall and Win- 
ter shoe prices indicate there will be 
no general increase in retail prices this 
year, the Wartime Prices and Trade 
Board said today. 

The board statement said these re- 
ports bore out a forecast made in June 
by Maurice Samson, Hides and Leath- 
ers Administrator under the Prices and 
Trade Board. 

Many retailers in cities and towns 
across Canada reported prices in all 
shoe lines unchanged from Spring lev- 
els. Where prices were altered to cov- 
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Stone Shoe Co. Holds Family Outing 


Members of the Stone Shoe Company, traveling salesmen, and other guests at the 

Stone Shoe Company annual outing held recently at Miller's Broadview Ciub House. 

Jay Harold Roberts, Stone president and host at the party, is shown standing in 
the center, dressed in a light suit and dark tie. 


CLEVELAND, OHI0O—Employees of the 
Stone Shoe Company and traveling men 
were guests of Jay Harold Roberts, 
president and manager of the Stone or- 
ganization, at the company’s recent 
annual outing held at Miller’s Broad- 
view Club House. 

The day was replete with games and 
recreational events. The high point of 
athletic activities was the traditional 
softball game between Stone Shoe’s 
regular municipal league baseball team 
and a picked team of employees. 
Strangely enough the employees beat 
the regulars who found soft ball con- 
siderably different from the hard ball 
they were used to. At the time of the 


outing Stone’s team was leading its 
league and maintaining its standing as 
perennial champion. A quoit pitching 
tournament was also held throughout 
the day with the champ receiving a new 
set of quoits. 

In the evening a fried chicken dinner 
was served in the clubhouse. Traveling 
salesmen were introduced to the store 
salesmen who do not always come in 
contact with the road men. Useful 
prizes donated by manufacturers, and 
ranging from shoes to radios, were 
passed out in a drawing which over- 
looked no one. Cards and a general 
social evening followed the dinner. 





er increased costs, the increase to the 
purchaser averaged less than 25 cents 
a pair. 


To Join Kleinert Shoe Division 


David L. Shoemaker, buyer for casual 
shoes, slippers and rubber footwear at 
R. H. Macy & Co., who will leave Oct. 
15 to fill his new position in the shoe 
division of the |. B. Kleinert Rubber Co., 
where he will assist George K. Guinz- 
burg, vice-president, as was announced 
in the Sept. 27 issue of Boot and Shoe 
Recorder. 


Ansonia Opens Modern 
Shop in Philadelphia 


PHILADELPHIA — Reflecting in design 
and appointments the last word in the 
modernistic style of shoe store planning, 
Philadelphia’s Ansonia DeLuxe Shop 
opened last week in the “Building of 
Tomorrow,” as the new modernistic 
structure erected by trustees of the 
Stephen Girard estate in the square 
facing Chestnut Street, between S. 11th 
and S. 12th Streets, has been fittingly 
called. 

This building houses a group of 
stores, one of the most striking of 
which is the Ansonia shop. All of the 
stores in the group are modernistic in 
design, in keeping with the spirit of the 
building itself, which also contains on 
its upper floors the huge new Stephen 
Girard Garage, with complete service 
for shoppers and others who desire to 
park in this retail area. 

The opening attracted throngs of 
customers, and each purchaser was pre- 
sented with a pair of silk stockings, a 
strong inducement in these days of im- 
pending scarcity. The opening of the 
new Ansonia adds another strictly up- 
to-date shoe shop to the Chestnut Street 
shopping district. 
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THERE’S PROTECTION IN PERFECTION 


Matched Pairs created with Celastic box toes have smooth, 
even tip lines — toe character that is true to the lines of 
the last. 

Style Protection is positive because style interpretation is accu- 
rate. Firm but flexible side walls are formed when lining, box 
toe and doubler are fused into a single structural unit. 


Customer Protection is assured because toe comfort and trim 
toe lines remain from the first to final wearing. The comfort and 
style protection in Matched Pairs makes it easier to bid for more 
business from satisfied customers. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


October 4, 1941 
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SALESMEN WANTED 


FOR SALE 


WANTED TO PURCHASE 





SHOE SALESMEN to handle world’s finest 

line of white shoe dressings. Want only 
men well known and well established in their 
territories. Give complete information to— 
HOUSE OF FAYRIN, Louisville, Kentucky. 





ANUFACTURER of Misses’, Children’s, 

Infants’ Stitchdowns and a short line of 
Nurses’ Stitchdown Oxfords has opening for 
experienced salesmen for Southeast, Northwest, 
Central West and Pacific Coast territories. Ref- 
erence required. Give details as to experience 
and previous employment. Address $294, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y. 





ANTED live wire salesmen to represent 

established Western Manufacturer of grow- 
ing girls Goodyear Welt Sport Oxfords to re- 
tail from $3 to $3.50. Territories open, Georgia, 
North Carolina, South Carolina, Florida, East- 
ern Pennsylvania, Virginia, Kentucky, Ten- 
nessee, Indiana, Illinois, Louisiana, Mississippi, 
Alabama and Wisconsin. We pay 6% commis- 


sion. Only reliable salesmen need apply. State 
references. Address $304, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York, 
N. Y¥. 





ANT experienced traveling salesman for 

Men’s line dress and work shoes. Address 
2297, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 





SIDE LINE SALESMAN 


SIDELINE SALESMAN for Prewelts, Chil- 

dren's, Misses’ Stitchdown Shoes. POLO- 
NER SHOE COMPANY, 156 Duane Street, 
New York City. 








POSITION WANTED 


ANAGER; married; Age 30; deferred; 10 
* years’ experience; managing; window trim- 
ming; buyer; desires change from present local- 
ity. At present employed as Manager; am- 
bitious ; aggressive; congenial; best referencse. 
Will go anywhere. Addres $298, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 





BUYER desires responsible position. Twenty 

years’ retail experience men’s and wonmen’s 
quality shoes. Married. Age 41. Best refer- 
ences. Willing to locate anywhere. Address 
£303, care Boot & Shoe Recorder, 209 South 
State Street, Chicago, Ill. 








SHOE FACTORY 


now making money, with excellent 
future prospects, manufacturing line 
of better grade slippers and playshoes, 
retailing from $2.95 to $6.95, and sell- 
ing well in leading stores throughout 
the country, want to sell because of 
other larger interest. Unusual op- 
portunities for manufacturer or sales- 
man, or both. Please do not apply 
unless you have available $30,000 in 
cash. 

Address Box 302, BOOT AND SHOE RECORDER, 

100 East 42nd Street, New York, N. Y. 














AN Old Established Family Shoe Store. Owner 

desires to retire. Good opportunity for 
right party. S. 107 S. Mulberry Street, 
Muncie, Indiana. 





LINE WANTED 


LINE WANTED by salesman with established 
clientele in Virginia, West Virginia, North 
Carolina, South Carolina. No sidelines. Ad- 
dress £288, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 








LINES WANTED 


for Middle Western territory, including Chi- 
eago and St. Louis. Volume factory lines. 


1. Better grade padded leather sole 
slippers 
2. Play shoes, $2. to $3. retailers 
Present volume non-conflicting slipper line, 
quarter million dollars annually. 


Will interview in New York, week of October 
26th. 


Address Box 300, BOOT AND SHOE RECORDER, 
209 South State Street, Chicago, itl. 











SHOE STORES WANTED 
FOR CASH 


Men’s, women’s, children’s shoes retailing 
from $5.00 end up. Short term leases as- 
sumed. Write in confidence to 
A. lL. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request 

















MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 
We buy for cash surplus or complete shoe stocks. 
Branded or unbranded. Generous prices. 
Write, wire or phone. 


BARSH & CEASAR 
19 N. Fourth St. Philadelphia, Pa. 
Phone Market 1 

















SELL YOUR SURPLUS STOCKS 
to 


KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes 
from retailers, manufacturers. 
Visi? our new worehouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5379 

















WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also randed Shees such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Boe 
tonians, Stetson, Red Cross, Nunn-Bush, Ete. 

IRVIN RUBIN 
“The House of Jobs” 
89 Reade St., Cor. Church 

hone Barclay 7-7887 New York City 




















S ALESMAN having 200 accounts in Metro- 
politan New York desires line work shoes 
and slippers. Address $299, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York, 
XR... ee 








CASH 


For Entire Stocks or Surplus Merchandise. 
This is a good time to dispose of them. 
We can use any quantity and pay the highest 
prices. 
CAMITTA SHOE COMPANY 
16 8. Srd St. Philadeiphia, Pa. 
Phone Lombard 2062 














CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for ali undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
eo Advertisements for this page must be In our New York office on Friday of the week preceding publicaticos. -w= 


per word. Minimum 
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FOR RENT 


MERCHANTS’ NEEDS 


MERCHANTS NEEDS 








FOR RENT 


shoe Department, in live-wire Lowell, Mass., 
tore. Exeellent opportunity for right opera- 
or of Women's Shoes to retail slightly over 
s2.00. Latest volume 25,000—can do 50,000 
available at once—rent reasonable. 


Address B-301, care BOOT & SHOE RECORDER, 
140 Federal Street, Boston, Mass. 

















HANDBAGS 








CONSIGNMENT— 
HANDBAGS FOR CONSIGNMENT 
TO RETAIL FOR $1.00 TO $2.00 


Nese te Seen qovegetnn-iwee 
25% commission. for full details. 


NEW YORK ~~ eoces 
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Named Manager of 
Baker & Partee Store 


FRANKFORT, IND.— Robert (Bob) 
Donoho has been appointed manager of 
the Baker and Partee Shoe Store here. 
Donoho was formerly with Rapps Store 
here for sixteen years and will be in 
complete charge of the new store. 


Army Wants Shoe Men 


INDIANAPOLIS, IND.—It must not be 
all truck riding at Fort Benjamin Har- 
rison, because the Civil Service Board, 
Room 522, Federal Building here, sent 
out a call for shoemakers and shoe re- 
pairmen to be stationed at the fort. 


The salary for the former will be 
$1200 annually and for the latter, 
$1089. Applications, the board added, 
will be accepted until further notice. 


Add to Buying Duties 


Cuicaco, Int.—J. H. Moskow, buyer 
of women’s better shoes at Mandel 
Bros. Department store, has taken over 
the buying for the main floor budget 
shoe section. N. Katz, children’s shoe 
buyer, has taken over buying of men’s 
shoes in the same section. They are 
filling the duties of Henry Lissauer, 
who resigned ‘to take over the new 
shoe department in Gassman Bros. 
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MAKE MORE SALES 


with the original — 
SHOE DOCTOR SHRINKERS 


Retler type devices 


FOOT COMFORT easily 
provided for hard-to-fit or 
abnormal feet. Our Shoe 
Doctor Shrinkers when used 
with our specially pre 
peared fluids, give the 
proper fit to shoes which 
fit lerge around the top. 
slip at the heel, or gap at 
the sides. Any fullness or 
wrinkles in leather or fab- 
ric are easily shrunk with. 
out harm. 


$17 50 


Curved tyoe tree 


Specia! combination offer $26.00 (fluids in- 
cluded in above prices). 


fend your order or write for detail informatios 


E. C. SMELTZER CO. 


121 B. Stat Street. Indianapolia, tnd 





Obituaries 


John L. Warn 


SPOKANE, WasH.—John L. Warn, 
well-known and well-liked shoe mer- 
chant and father of W. Otto Warn, 
owner and operator of the retail shoe 
firm of Warn & Warn, died at his home 
here, recently, following an_ illness 
which confined him to his bed for six 
weeks. 

As far back as the 1890’s Mr. Warn 
was connected with the shoe trade being 
associated with the Sharood Shoe Com- 
pany and still later with the Gotzian 
Shoe factory, representing these firms 
in the Northwest. 

In 1918 he entered the retail shoe 
business in Spokane and continued in 
this until five years ago, when he re- 
tired from active management of the 
Warn & Warn store, which his son W. 
Otto Warn now operates. 

Mr. and Mrs. Warn celebrated their 
golden wedding anniversary last year. 

Besides his son Otto, also well known 
in the shoe trade fraternity, Mr. Warn 
is survived by his widow and two 
daughters. 


F. George Mohr 


New York —F. George Mohr, well 
known Cincinnati shoe and leather 
agent and for many years the Cincin- 
nati representative of the Hide and 
Leather Publishing Co., died suddenly, 
recently, of a heart attack while he was 
in New York. 


LMU ES 
LEAVE HOME/ 


Many good custo- 

mers are lost, not 

through any fault of 

the shoes you sell, 

bur because their feet % 

will not permit them 

to wear any shoes comfortably. These same 
people will be your most loyal repeat custo- 
mers if you show them how to enjoy being on 
their feet with Trimfoot Foor Relief. Write 
today and learn how you can offer a complete 
foot relief service on a surprisingly small 
investment. Address Trimfoot Company, 

4060 Forest Park, St. Louis, Mo 
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LOR YOUR 
NEWSPAPER, ADVERTISING 


—If you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 
A monthly matrix service of carefully 
written copy, photographs and beauti- 
ful art work for direct mail and news- 
paper advertising. 


. Vincent Edwards Idea Clip- 
ping Service 
Actual newspaper tear sheets of ads 
of shoe stores; you select the exact 
stores and cities you want to see or 
leave the selection to our advertising 
stoff 


. Learn Advertising at Home 
Advertising is an interesting study and 
prepores you to write more effective 
letters: to acquire a larger vocabu- 
lary; to comprehend the sales and 
merchandising problems of a business, 
and to be definitely in a position to 
recommend business development 
ideas. 


® 
VINCENT EDWARDS & CO. 
World's largest advertising service 
organization 
342 Madison Avenue, New York City 








Mr. Mohr was Ohio representative 
for the past 20 years for a number of 
prominent leather and shoe material 
manufacturers. He was widely known 
in this state’s shoe and leather trade 
and for many years had been a mem- 
ber of the Shoe and Leather Club of 
Cincinnati, being a past-president of 
that organization. 

Mr. Mohr is survived by his widow, 
his father and two brothers. 











Dates to Remember 


Monthly Shoe Buyers Day, Michi- 
gan Shoe Travelers, Hotel Stat- 
ler, Detroit, Mich. 

October 20, November 17, 1941 

Introduction of Spring Footwear 
Fashions of St. Louis Shoe Man- 
ufacturers Association, Hotel 
Commodore, New York. 

October 26, 27, 28, 29, 1941 

Shoe Manufacturers’ Spring Open- 
ing, Hotel New Yorker, New 
York. October 26, 27, 28, 29, 1941 

Monthly Shoe Show, Shoe Travelers 
Association of Chicago, Hotel 
Morrison, Chicago, Ill. 

October 27, 28, 1941 

Annual Fall Frolic Boot and Shoe 
Travelers Association of New 
York, Hotel Roosevelt, New 
York City, Tuesday Evening. 

October 28, 1941 

Fall Style Show, Iowa National 
Shoe Travelers Association, 
Chamberlain Hotel, Des Moines, 
Iowa. November 2, 3, 4, 1941 

Annual Shoe Buyers Week, In- 
diana Shoe Travelers Associa- 
tion, Claypool Hotel, Indianap- 
olis, Ind. 

November 30, December 1, 1941 

Boston Shoe Fair, New England 
Shoe & Leather Association, 
Hotels Statler and Parker House, 
Boston, Mass. 

December 1, 2, 3, 4, 1941 

Annual Convention, National Shoe 
Travelers’ Association, Morrison 
Hotel, Chicago, Ill. 

January 3, 4, 1942 

NATIONAL SHOE FAIR, Hotel 
Stevens, Chicago, III. 

January 5, 6, 7, 8, 1942 

Michigan Annual Shoe Fair, Jointly 
Spo by Michigan Retail 
Shoe Dealers Association and 
Shoe Travelers Club of Mich- 
igan, Hotel Statler, Detroit, Mich. 

January ll, 12, 13, 1942 
27th Annual Convention and Foot- 
wear Exposition, Northwestern 
Shoe Retailers Association, Hotel 
Radisson, Minneapolis, Minn. 
January 11, 12, 13, 1942 
Joint Annual Convention Texas- 
ma Shoe Asso- 
ciation and Southwestern Shoe 
Travelers Association, Texas 
Hotel, Fort Worth, Texas. 
January 11, 12, 13, 14, 1942 





Musical Shoemaker 


There’s music in the shoe business, 
and Robert Eaves, cutting room em- 
ployee, brings it out with lively expres- 
sion as he plays his harmonica in the 
factory of Jarman Shoe Company, 
Nashville, Tenn. Bob is a wizard on his 
favorite instrument. He won the Nash- 
ville talent contest sponsored by a local 
radio station, and with it the honor 
of representing Nashville on Major 
Bowes’ Nashville Night, September 11. 
The company sent the Major as a token 
one of its gold shoes, pictured in adver- 
tising, with a message from the em- 
ployees expressing their pride at hav- 
ing a fellow-worker represent Nash- 
ville on the program. 
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A Buying Guide 


BOOTS AND SHOES 


BELLAIRE SHOE COMPANY, Portland, Me. 
BROOKS SHOE MFG, CO., Philadelphia, Pa. 
CONNEL, J. M., SHOE CO., Braintree, Mass. 
COON, W. B. CO., Rochester, N. Y..... 
CRADLE REST SHOE CO. DIV. OF RICE-O'NEILL SHOE CO.., 
St. Louis, Mo. . 
DREW, IRVING, corp., Lancaster, O... 
ENDICOTT-JOHNSON CORP., Endicott, N. Y. 
GALOCHA MODERNA, Philadelphia, Pa. . 
GERBERICH-PAYNE SHOE CO., Mt. Joy, Pa. 
GOODWILL SHOE CO.., Holliston, Mass.. .. 
HEALTH SPOT SHOE SHOPS, INC., Danville, Ill. 
JUSTIN, H. J., & SONS, INC., Fort Worth, Texas 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind.. .. . 
ORTHOPEDIC SHOE CO., DIV. OF SELBY SHOE CO., Portsmouth, O. 
ROBERTS-HART, INC., Keene, N. H. 
SUPERIOR SHOE CO., Chicago, Ill. 
TAYLOR, E. E., CORP., Boston, Mass. : 
UNITED STATES RUBBER CO., New York, N. Y. 


LEATHER AND OTHER MATERIALS 


ALLIED KID CO., New York, Boston, Philadelphia .... 
AMERICAN FELT COMPANY, Glenville, Conn... 

COLONIAL TANNING CO., Boston, Mass....... 
ENGLAND-WALTON, DIV. OF A. C. LAWRENCE, Seiten, Mass. 
EVANS, JOHN R., & CO., Camden, N. J. 

KIEFER, EDGAR S., TANNING CO., Grand Rapids, Mich.. 
LEVOR, G., & CO., INC., Gloversville and New York City 


MACHINERY, LASTS, MFRS." SUPPLIES, DRESSINGS, Etc. 


COMPO SHOE MACHINERY CORP., Boston, Mass... . a 

DEWEY & ALMY CHEMICAL CO., Cambridge, Mass. 10, 
LITHOX, THE, CORP., Wapakoneta, O..... oa 
SPAULDING FIBRE CO., No. Rochester, N. H....... 

UNITED LAST COMPANY, Boston, Mass. 


UNITED SHOE MACHINERY CORP., Boston, Mass. 


STORE EQUIPMENT AND ACCESSORIES 


NEW YORK LEATHER GOODS CO., Chicago, Ill... 
SMELTZER, E. C., CO., indianapolis, Ind. 
TRIMFOOT CO., St. Louis, Mo... 


MISCELLANEOUS 


BARIS SHOE COMPANY, New York City 
BARSH & CEASAR, Philadelphia, Pa...... 
CAMITTA SHOE COMPANY, Philadelphia, Pa. 
HOTEL LENNOX, St. Louis, Mo. 
KIRSCH-BLACHER CO., INC., New York City 
REPUBLIC BUILDING, Chicago, Ill. 

RUBIN, IRVIN, New York City: . @ ...@. 

VINCENT EDWARDS & CO., New York City. 


7 
Wl 
48 
I 
14 
49 


SS-.8°2S888 


Boot and Shoe Recorder 
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A boy’s natural enthusiasm, when he is well pleased, is the best adver- 
tisement Gerberich-Payne, and Gerberich-Payne dealers could have. 
They, probably more quickly than the parent who foots the bill, know 
whether the shoes you sell them are what they want. To give them the 
styles they want, in the materials that Young America currently fancies, 
in a high quality shoe, is a sure way to have every boy in your com- 
munity working for you. Gerberich dealers daily prove the truth, impor- 
tance and profit of this formula in constantly mounting sales of 
GERBERICHS, STRIDE RITE, JUNIOR ARCH PRESERVER and OFFICIAL 
BOY SCOUT SHOES. When Young America Looks To Its Shoes, and 
talks about them, Gerberich Good News Travels Fast. 
















GERBERICH-PAYNE 
SHOE COMPAN! || 


MOUNT JOY +++ PENN 
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New York Office, Marbridge Buildin 
Room 405 


Los Angeles Hotel Lankerst 


